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FINANCIAL 
STATEMENT 


Bonds Owned - re mn $ 127,925,252.39 
Real Estate Loans. | 58, 101,927.30 


Stocks Owned 

Cash in Banks and Offices 

Real Estate Owned. . 

Net Unpaid and Deferred Premiums. 
Policy Loans. . . 

Collateral Loans. . Se 
Interest Due and Accrued 


i Se earner 7 


LIABILITIES 


Legal Reserve, Life and Annuity Contracts. _. . 
Reserve, Disability Policies 

Reserve for Epidemics and onhneks Fluctuations 
Investment Fluctuation Fund. . 

Gross Premiums and Interest Paid in Advance 

Taxes Accrued But Not Due 

Agents’ Bond Deposits 

Policy Claims in Process of Adjustment or Payment .. 


Commissions Accrued to Agents, and All Other Items. . is anes 


8,266,266.18 
6,646,712.17 
1,977, 121.91 
4,952,981.18 
6,048,119.51 

186,860.00 

900,049.87 


$ 215,005,290.51 


183,021 ,009.00 


2,187,898.00 
2,500,000.00 
2,500,000.00 
| 844,450.75 
| ,495,368.30 

774,147.38 

810,794.85 
1,015,277.73 





Liabilities Other Than Capital and Surplus... 
Capital and Surplus 


TOTAL LIABILITIES 


$ 196,148,946.01 
18,856,344.50 


..$ 215,005,290.51 








$ 220,679,886.00 


Gain in Life Insurance in Force During 1946 
1,618,649,359.00 


Total Life Insurance in Force Dec. 31, 1946 





The NATIONAL LIFE AND ACCIDENT 
INSURANCE COMPANY 


of Nashville, Tennessee 


Cc. R. CLEMENTS, Chairman of the Board EDWIN W. CRAIG, President 
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GRAPH SHOWS THE GROWTH OF ORDINARY LIFE INSURANCE 
IN FORCE (IN BILLIONS OF DOLLARS) WITH LEADING LIFE 
INSURANCE COMPANIES DURING 1936 AND THROUGH 1945 
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fugene M. Thore 
ls Named L.I.A. 
General Counsel 


Former Acacia Mutual 
Executive Has Broad 
Experience 


NEW YORK — Eugene M. Thoré, 
fgeneral counsel of Acacia Mutual Life, 
has been elected general counsel of Life 
Insurance Assn. of America. He will 
ysume his new duties April 16. 

Mr. Thoré has spent his entire busi- 
ness career in life insurance and has had 
a broad range of experience, covering 
not only the legal side of the business, 
but agency work as well. 

A native of New York City, he was 
graduated from Lafeyette College in 
1925 and in that year joined the legal 
department of Acacia at Washington. 
At the same time, he entered George- 
town University law school, graduating 
in 1930. In that year he was appointed 
assistant counsel of Acacia. He was 
ected counsel in 1942 and _ general 
counsel in 1944, 


Headed Claim Department 


In addition to the general legal duties 
Mr. Thoré has served in several other 
home office capacities, first as head of 
the claim department, policy settlement 
and agents’ service department. He has 
been especially active in agency and 
educational work in the field of estate 
planning, business insurance and taxa- 
tion. 

He originated and developed stand- 
ard estate settlement agreements and 
he was active in public relations, sales 
and legislative work. He has frequently 
spoken before life underwriters’ asso- 
ations, C.L.U. groups, agency con- 
ventions and other groups. 
Mr. Thoré was chairman of Acacia’s 
policy revision committee and a member 
of the retirement committee. Admitted 
to practice before the courts of the Dis- 
trict of Columbia in 1929, Mr. Thoré 
has also been admitted to practice be- 
fore the U. S. Supreme Court. He has 
been active in Assn. of Life Insurance 
Counsel, Legal Section of American Life 
Convention, District of Columbia Life 
Insurance Trust Council, District of Col- 
wnbia General Agents and Managers 
Assn., District of Columbia Life Under- 
. Assn. and Washington Board of 
tade. 





Pennsylvania Department 
Calls Off Agents’ Exafns 


_ HARRISBURG—AIl agents’ exam- 
itations in Pennsylvania have been can- 
celled, effective Feb. 22, by Commis- 
sioner Malone, pending the issuance of 
a definition of “underwriting experi- 
tnce” by the insurance department. 
The department said it had issued 
no licenses to new applicants since Jan. 
2, when the Dauphin county court here 
enjoined the commissioner from doing 
so until a proper definition of “under- 
Writing experience other than solicit- 
ing” was made. 

Commissioner Malone said he can- 
celled the tests to hold down the back- 
log of pending applications. The ex- 
Laminations had been given regularly 
the first Saturday of each month in 
Philadelphia; the second Saturday in 
Johnstown, Allentown and Williams- 
Port, the third Saturday in Pittsburgh 


Erie and Scranton. 





and the fourth Saturday in Harrisburg, _ 


Douglas to 
St. James 


Lewis W. Douglas, president .of Mu- 
tual Life and one of the nation’s most 
distinguished _ fig- 
ures both in public 
and private life, has 
been appointed am- 
bassador to Great 
Britain. The ques- 
tion has not been 
determined as_ to 
whether Mr. Doug- 
las can take a leave 
of absence from 
Mutual Life or 
whether it will be 
necessary for him 
to retire from the 
presidency. The 
trustees of Mutual 
Life will refrain from taking any action 
in the matter until Mr. Douglas‘ ap- 
pointment is confirmed by the Senate. 

Mr. Douglas was mentioned several 
months ago as a possible president of 
the world bank. He has been president 
of Mutual Life since 1940°and has pre- 
sided over the aggressive modernization 
of that company. He is believed to be a 
staunch friend of England. 

Mr. Douglas during the war was 
chairman of war shipping board. He is 
an Amherst graduate and served in the 
Arizona legislature and then as Con- 
gressman from Arizona 1927-1933. Dur- 
ing the next year he was director of the 
budget, then for three years was vice- 
president of American Cyanamid Co., 
and from 1938 to 1940 was principal of 
McGill University. 


Modified Guertin 
Measure Passed By 
N. Y. Legislature 


ALBANY—Both houses of the New 
York legislature have passed the New 
York modification of the Guertin bill. 
Chairman Mahoney of the senate 
insurance committee secured the 
speedy passage of the assembly bill, 
which was substituted in the senate 
for the companion measure which was 
reported out recently by the Mahoney 
committee. 

The senate vote was 37 to 11, follow- 
ing a two-hour debate in which the only 
material opposition was offered by Sen- 
ators Moritt and Freeman, both of New 
York City. Those who followed the 
debate said it was difficult to determine 
the exact ground for their opposition to 
the measure. 

In view of Superintendent Dineen’s 
backing, no trouble is looked for in ob- 
taining Governor Dewey’s ‘signature to 
the bill. 


House OK’s Ohio Guertin Bill 


COLUMBUS, O.—The Ohio house 
by a unanimous vote passed on Mon- 
day the Hunt bill embodying the Guertin 
act. Ne one appeared in opposition to 
the bill. G. W. Steinman, president of 
Midland Mutual; Claris Adams, presi- 
dent of Ohio State Life; W. A. Robin- 
son, deputy superintendent of insurance, 
and Ray Dodds, vice-president and actu- 
ary of Ohio National, Cincinnati, spoke 
briefly in behalf of the measure. It was 
pointed out that Ohio companies would 
be placed at a disadvantage if the bill 
were not enacted in Ohio. 


Songer em 





Lewis W. Douglas 











Insurance in force of Illinois Bankers 
was incorrectly stated in the Feb. 21 
edition. The figure is $116,942,361. 


Smaller Companies 
Chicago Conference 
Program Announced 


The annual conference for the com- 
panies with $150 million or under in 
force which are members of Life 


-Agency Management Assn. will be held 


March 24-26 in Chicago. Ninety-four 
member companies are eligible to attend. 
Frank L. Barnes, vice president of Ohio 
State Life, is chairman and will preside 
at the opening session. The program 
includes: 


March 24, Morning Session: 


“A Look at the Present Situation,” 
Lewis W. S. Chapman, director of com- 


pany relations, of L.I.A.M.A.; “The 
Agency Executive’s Job,” James E. 
Scholefield, director of agencies of 


North American Life & Accident. 
Afternoon Session: 


H. S. McConachie, vice president and 
superintendent of agencies of American 
Mutual Life, chairman; “The Cost Si- 


tuation in Small Companies,” E. J. 
Moorhead, actuary of L.I.A.M.A.,; 
“Where Profit Lies,” a movie film. 


H. J. Syphus, Salt Lake City general 
agency of Beneficial Life will be toast- 
master at the dinner that evening. 


March 25, Morning Session: 


J. Harry Wood, executive vice-presi- 
dent Paul Revere Life, chairman; panel 
on “Persistency and Quality Business,” 
Richard N. Ford, assistant director of 
publications L.I.A.M.A., chairman; 
panel on “New Manpower Plans,” Mr. 
Wood, chairman. 


Afternoon Session: 


Joseph Dickman, vice-president Pro- 
vident Life of North Dakota, chairman; 
“Training of Agents and Managers,” 
Warren F. Howe, superintendent of 
agencies Ohiv State Life; A. R. Jaqua, 
director life insurance marketing school, 
Southern Methodist University; James 
R. Adams, assistant director of schools 
L.I.A.M.A.; “Research and Common 
Sense,” S. Rains Wallace, director of 
research L.I.A.M.A. 


March 26, Morning Session: 


M. Allen Anderson, vice-president, 
Republic National Life, chairman; gen- 
eral question and discussion period; 
“Marketing Problems and the Associa- 
tion,’ Charles J. Zimmerman, director 
of institutional relations L.I.A.M.A.; 
closing luncheon. 


Chicago Assn. Polls 
All Others on 
50-50 Amendment 


The Chicago Association of Life Un- 
derwriters on behalf of the National 
association is polling the more than 
500 local and state associations on 
whether they favor consideration of an 
amendment to the national by-laws 
to provide that the board of trustees 
should consist of equal numbers of sol- 
iciting agents and agency heads. The 
idea was advanced a year ago and, 
though no formal action was instituted 
at the Cleveland convention, it was dis- 
cussed informally outside of the regular 
convention session. It is hoped that with 
proof of backing from this survey, the 
proposed amendment can go before the 
council at the Milwaukee mid-year meet- 
ing of N.A.L.U. P. B. Hobbs, national 
president, has endorsed the Chicago 
survey as a democratic process for find- 
ing out the wishes of the majority. 

(CONTINUED ON PAGE 28) 





Death Takes 
N. W. Mutual 
President at /0 


Heart Attack Ends 
Renowned Career of 
Michael J. Cleary 


The death of Michael J. Cleary, presi- 
dent of Northwestern Mutual Life, at 
his home at Milwaukee last Saturday 
morning was completely unexpected. 

Mr. Cleary was on the point of leav- 
ing for his usual 
winter vacation in 
Arizona, but upon 
feeling ill last 
Thursday, sum- 
moned his physi- 
cian and he was 
urged to have a 
check-up before go- 
ing away and this 
was done. Before 
the diagnosis was 
completed, Mr. 
Cleary suffered a 
heart attack early 
Saturday morning 
and died. His age 


M. J. Cleary 


was 70. x 

Funeral services were held Monday 
morning at St. Robert’s Catholic Church 
with interment in Holy Cross cemetery. 
The home offices of Northwestern Mu- 
tual were closed Monday. 

Mr. Cleary joined Northwestern Mu- 
tual in 1919 as vice-president and was 
elected president in 1932 succeeding the 
late William D. Van Dyke. 


Democratic in Nature 


_ Mr. Cleary was thoroughly democratic 
in nature as was evident from the large 
number of friends and business associ- 
ates who addressed him as “Mike” or 
“Mickey.” He was a man that radiated 
confidence and instilled confidence in 
others. His judgment was highly re- 
spected and he was a business adminis- 
trator of the first rank. 

Mr. Cleary was born on a farm in La- 
fayette county in southern Wisconsin 
and his farm experience undoubtedly 
gave him many reference points in his 
future activities. He attended Wiscon- 
sin Academy at Madison and entered 
University of Wisconsin in 1897. He 
transferred to the law school there in 
1899 and got his law degree in June, 
1901, by accelerating his studies. 

He entered the practice of law at 
Blanchardville, Wis., and also engaged 
in the local insurance business in the 
agency of Chandler & Cleary. He ac- 
quired an interest in several banks and 
became their counsel. 

Mr. Cleary entered public life as a 
member of the board of supervisors of 
Lafayette county and later became the 
chairman. In 1906 he was elected to 
the lower house of the Wisconsin legis- 
lature and immediately got an insight 
into insurance affairs because he was 
appointed to the insurance committee. 
Echoing the Armstrong investigation in 
New York, the Wisconsin legislature 
was engaged in a program of insurance 
reform and hearings were held over a 
period of several months. Mr. Cleary 
valiantly opposed many of the proposed 
measures. As a result of the program 
that was enacted, all but three of the 
large eastern companies withdrew from 
Wisconsin. 

Mr. Cleary stated that his first great 
interest in life insurance was aroused 
at that time. He said he learned a 

(CONTINUED ON PAGB 26) 
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Annual Statement Features Penn Mutual Lapse, | Living Benefits Up 


EQUITABLE SOCIETY 

Equitable Society passed the $10 bil- 
lion dollar mark in life insurance in 
force during 1946, the year-end total 
being $10,563,966,000. New sales amount- 
ed to $1 billion 16 million. 

The in force increase was $1,391,526,- 
000. Of the total $6,069,564,000 was 
owned through individual policies and 
$4,494,402,000 through group. 

Benefit payments were $287,017,000 of 
which 54% went to living policyholders. 

Death payments were $101,304,000; 
retirement income payments $35,540,000; 
matured endowments, disability benefits 
and cash values $38,797,000. 

Group policy payments were $56,080,- 
000. A total of $55,296,000 was paid in 
dividends. 

Assets were $4,192,528,129, a gain of 
$343,089,346. Government bonds amount- 
ed to $1,639,767,000 or 40% of invest- 
ment holdings. 

Earnings on investments aggre- 
gated $149,865,000 which comprises 
$110,474,000 investment income and $39,- 
391,000 net gain on investments. Net 
earnings after federal income tax was 
$140,370,000. 

President T. I. Parkinson said a slight 
strengthening in interest rates was no- 
ticed during the latter part of the year, 
leading to the hope for an improved re- 
turn during the current year. “There is 
only a limited amount of funds available 
for long term investments and we in 
the life insurance business provide most 
of such funds,’ Mr. Parkinson pointed 
out. “Moreover, we believe that -as 
Congress and the people become aware 
of the real effect on the future of our 
currency of the fiscal and, banking 
policies and methods by which the low 
interest is being maintained, there will 
come a change in the extreme pressure 
for low rates which responsible federal 
officials have exerted during the past 
few years.” 

Equitable is planning more multiple 
unit housing projects in New York and 
other states. “As soon as construction 
costs stabilize and the situation as to 
rental restrictions of newly constructed 
buildings becomes clearer, it will be pos- 
sible to proceed with the development 
of other desirable sites in New York, 
such as that acquired last year by the 
purchase of the Webb Institute of Naval 
Architecture in the Bronx,” he said. The 
Clinton Hill project in Brooklyn is near- 
ing final completion and will provide ac- 
commodations for 1,250 families. 

“In addition,” he continued, “we shall 
be prepared to consider similar projects 
in other states which amend their laws 
to make it clear that ‘foreign’ life in- 
surance companies can construct and 
continue to hold such housing develop- 
ments. The greatest need is for multi- 
ple-unit housing accommodations on a 
rental rather than an ownership basis 
and the surest way to encourage the 
construction of such housing is to pro- 
vide immediately appropriate changes 
in existing federal controls over rents 
on new housing.” 

Remarking on the current concern 
over fatalities resulting from airplane 
accidents, Mr. Parkinson said there was 
a total of only 29 lives involved in claims 
of $197,000 paid by Equitable since 
July, 1940 on account of fatal accidents 
to airline passengers on scheduled com- 
mercial planes. The corresponding fig- 
ures for 1946 were five lives for $12,000, 
out of a total of 44 lives for claims of 
$189.582 on account of airplane fatalities 
of all kinds, to pilots and crews as well 
as to passengers, and including private 
and non-scheduled flying. This com- 
pares with claims in 1946 on account 
of automobile accidents involving 252 
lives for a total of $1,050,797. 

Loans on policies now represent only 
3% of assets compared with 21% in the 
worst depression year of 1932. 


GREAT NORTHERN LIFE 
Assets of Great Northern Life in 1946 


‘previous year. 


increased $1,165,650 to a total of $13,- 
433,462. 

Life insurance in force reached $57,- 
635,320, a gain of $7,491,585. A. & H. 
premiums were $2,402,783, a gain of 
$308,348. 

Capital and surplus amounted to $1,- 
568,348. 

Benefit payments were $1,574,700. 


LOYAL PROTECTIVE LIFE 

Loyal Protective Life’s new business 
in both the accident and health and life 
branches in 1946 was twice that of thé 
i Life insurance in force 
increased 39% and premium income in- 
creased 19%. Payments to policyhold- 
ers were up 22% and admitted assets 
up 16% over 1945. 


NEW YORK LIFE 

Assets of New York Life totaled $,- 
026,689,280 on Dec. 31, and surplus was 
$231,038,632. 

In view of the continued low yields, 
the company has further strengthened 
its insurance and annuity reserves, Presi- 
dent G. L. Harrison stated. All of these 
reserves are now computed on an in- 
terest basis of 25% or lower. 

Life insurance in force totaled $8,543,- 


308,415 under 3,561,355 policies. Sales 
amounted to $832,484,000, which was 
$268,303,900, or 47.5%, over 1945. The 


gain of insurance in force of $564,115,- 
313, was the largest in history. ; 

Benefit payments aggregated $189,- 
794,091. Of this amount, living policy- 
holders received $110,293,027 and the 
beneficiaries of 19,782 policyholders who 
died received $79,501,064. 

The provision for 1947 dividends is 
$41,730,229, as compared with $38,895,341 
for 1946. 

Bond holdings aggregated $3,317,261,- 
757, government obligations amounting 
to 61% of assets. In the second half of 
1946 new investments began to reflect 
the increasing demand for funds by pri- 
vate. industry, Mr. Harrison noted. In- 
vestments in corporate securities in- 
creased by more than $118,000,000 dur- 
ing that period. 

Mortgages were valued at $335,772,- 
452. New York Life made 1,721 GI 
mortgage loans to veterans aggregating 
$12,009,039 and had 2,712 mortgage loan 
engagements to veterans in excess of 
$21 million at the beginning of 1947. 

The housing development at Prince- 
ton, N. J., embracing 150 garden-type 
apartments, is nearing completion, and 
the residential community at Fresh 
Medows, Queens, to include 3,000 apart- 
ments is under construction. The com- 
pany hopes to make future investments 
in rental housing developments in other 
sections of the country where feasible 
under state laws and local conditions. 


PHILADELPHIA LIFE 


Philadelphia Life completed the most 
successful year in production in history. 
Insurance in force was increased to $75,- 
938,618, a gain of $10,355,313. 

New paid business amounted to $14,- 
166,661, a gain of 150%. 

Assets increased in the amount of 
$877,185, bringing the total to $19,291,- 
024. 


PROVIDENT LIFE & ACCIDENT 


Life insurance in force of Provident 
Life & Accident gained more than $86 
million in 1946 to reach $348,068,132. 
A. & H. premium income rose to $15,- 
776,723, an increase of $344 million. 

Benefit payments totaling $11,558,411 
were made to more than 200,000 claim- 
ants. 

Assets increased to $37,251,678.05, a 
gain of more than $5 million. 


SCRANTON LIFE 

Assets of Scranton Life-at Dec. 31 
stood at $12,164,190, capitalewas $340,000 
and net surplus $121,295. The increase 
in assets was $666,102.° 


New sales totaled $5,952,413, an in- 
(CONTINUED ON PAGE 28) 


Surrender Trend Up 


Penn Mutual Life’s lapse and sur- 
render rate turned upward last year 
following a downward trend’ since the 
1932-33 depression years, Malcom 
Adam, vice-president, said, adding that 
the industry as a whole experienced in 
1945 to a slight degree the trend re- 
versal. 

“Surrenders, to a large extent, are 
not controllable,’ Mr. Adam explained. 
“They occur when a policyholder needs 
funds or when his need for protection 
has terminated, or when he wishes to 
use the cash value at retirement age to 
produce an income for himself.” 

Of Penn Mutual surrenders last year, 
about 20% of the cash value went to pay 
loans previously made on the policy sur- 
rendered and about 10% was applied 
under policy income options. Only 65% 
of the value was taken out in cash, he 
said. 

Regarding lapses, he said they are 
much more likely to occur before the 
policyholder has fully acquired the pre- 
mium paying habit. 

‘Mr. Adam also regards lapses after 
the first few years as uncontrollable. He 
observed that special conservation units 
had been established from time to time 
by the companies with very litle suc- 
cess. The expense margins in the premi- 
um will not support this work, he said. 


Effect of Agent’s Experience 


“The persistency of business sold by 
new men is less favorable than that of 
older experienced agents, he said. This 
is even more true of the business pro- 
duced by new men who do not make 
good. But, he pointed out, undoubtedly 
the very substantial increase in the 
amount of business produced by men 
not long in the business is a contribut- 
ing factor to the increase in the volume 
of first-year lapses. Mr. Adam said that 
most first-year lapses occur at the point 
where the financial incentive of the 
agent to keep the policy in force is the 
greatest, since a very large part of the 
agent’s income from the policy is .de- 
rived from the first year’s premiums. 

He concluded: 

(1) A low first-year lapse rate can be 
obtained if all business is produced by 
experienced agents but this is impossible 
because freshmen agents are necessary 
for the company’s growth. 

(2) Careful selection and thorough 
training of new agents is essential. Mr. 
Adam said that Penn Mutual is giving 
this phase of its agency operations a 
great deal of attention and is directing 
its recruiting and training efforts toward 
the acquisition of high-grade agents. 


9%: Death Pay 
Rise Slight in “46 


Death benefit payments for 1946 wep 

up just slightly over 1945 and payment 
to living policyholders showed a 9% gain 
over 1945, according to the Institute off 
Life Insurance. Death benefit payment 
were at a record $1,280,362,000, as com.pess ‘ 
pared to the 1945 total of $1,279,667,009, 
The 1946 death benefit total would haypaTy 
shown a decrease for the first time jy 
several years had it not been for a ca 
over of war death claims. Death bene 
fits were 27% greater than in 1941, te 
flecting the greater amount of insurance 
carried. 
_ Living benefits totaled $1,512,362,0% 
in 1946 as compared to $1,387,638,000 ip 
1945, about the same as the 1941 total 
Matured endowment payments accountej 
for $398,340,000 in 1946, a slight decrease 
for the year, but 53% above the 194 
figure. Payments for disability wer 
$91,774,000 and dividends to__ policy. 
holders were $501,600,000. Calls for 
cash surrender values during 194 
amounted to $316,727,000, about 31% 
above 1945 and 38% over the low point 
in 1944. Last year’s payments wer 
44% below 1941. 

Institute compilations show 
American families received $7,651,000 
daily from life companies during 194 
as compared to $7,308,000 in 1945 angprofess 
$6,798,000 daily in 1944, momen 

Aggregate benefit payments duringgitanci 
1946 were $2,792,724,000, in 1945 theypiie of 


vestn 
nrolle 


loted 
The. 


were $2,667,305,000. pat 
Payments for the year were reported nd ot! 
by the institute as follows: The 
1946 1945 five ho 
(000 Omitted) find dis 
Death Benefits..... $1,280,362 $1,279,661 The 
Matured Endow- : 
Se ae 398,340 406,669.04 
Disability Pay- tficien 
WISUER Cero e sacs 91,774 87,601§throug! 
MUNMWITIOS  . we et es 203,921 185,95 prous, 
Surrender Pay- 
MEE. 6 6'0ks x cewe 316,727 241,3 
Policy Dividends... 501,600 466,07 SS 





ORL ie Ble te asta $2,792,724 $2,667, 
Def 
Metropolitan Health Hints | Te. 
2 tiled ii 
Now Presented on Air Mutual 
As an integral part of “Eric Sevareid pyiic 


and the News,” five-a-week series which at 
has begun over CBS, Metropolitan Life; Ir of 
is extending its public service featuttnq <j. 
“Good Hints for Good Health,” over afriend - 
radio network for the first time (6-615fher to 
p. m., ESr). smashe 
These health hints, voiced by Harty the . 
Marble, are in lieu of commercials of. . 
all Metropolitan programs in keeping} (laime 














(3) Careful selection of prospects will with the desire to be a definite socilf The 
result in more persistent business. The force in health. Metropolitan has lomgfior $4, 
company is encouraging its agents to devoted its advertising exclusively toliempte 
select their prospects carefully and is health and welfare themes, dating batkIiue to 
using a persistency rating chart to in- to its 1928 campaign for the preventionfof the 
dex the agent and the quality of busi- of venereal diseases. The loy 
ness he writes. out the 

() * Boggart objectives must be Mrs. 
achieved. Mr. -Adam explained that a . howeve 
small amount of perfectly persistent Mrs. Behr Enters Field should 
business from a diminishing agency or- Mildred P. Behr has become assoti-{in favo 
ganization is no more desirable than a ated with the Louis Behr organizationjwas no 
tremendous volume of poorly persist- Chicago, of which, following the death{@tion | 
ent business from a large staff of in- of Mr. Behr, the principals are Charlejwas the 
discriminate poorly trained agents. A. Cummins and Herman E. Edwards “inh 

~ fan exc 
= = = ftom a 
Equitable Statement Signing Ceremony |" 
a Mitchel 
eremony of him in : 
signing annual Which © 
statement reports of "He so 
Equitable Society inspirat 
—from left: Ster- Strike ; 
ling Pierson, coun- face ol 
sel; R. D. Murphy, 3 
vice-president and “ 
actuary; Alexander ? Prop 
MeNeill, secretary; - DES 
Thomas I. Parkin- the sal 
son, president, and from ¢$ 
Charles B. Luns- duced 


ford, auditor. 
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KTES: JUNE 23-JULY 3 
UP 7 Investment 
__Keminar Plans Are 
» Being Pertected 


payment; 
. 9% gaine 
Stitute off 





The 1947 Life Officers Investment 
bminar, sponsored jointly by the Finan- 
Section American Life Convention 
d Indiana University school of busi- 
will be held June 23-July 3, on 
he campus at Bloomington, Ind. Dr. 
Marry C. Sauvain, professor of finance 
nd director of the seminar, under whose 
sidance it has achieved outstanding 
yecess in past years, is now developing 
he curriculum and faculty for the 1947 
meeting. 

The purpose is to afford policy-making 
12,362,ogevestment officers an opportunity for 
38,000 in tensive study and discussion of major 
941 total gontemporary developments in econom- 
ccountej s and finance. It is not a_ training 
decreggpenool. It is designed exclusively for 
the 19g pemior officers, presumed to be already 
ity were led in the analysis of investments 
"policy. pnd who are qualified for advanced study 
alls fort! the issues and factors currently domi- 
ing 19qgpeant_ in the field of investment policy. 
out 3149 objective is to aid life company in- 
ow point estment officers in the formulation of 
its Were investment policy. Many of the original 
nrollees return year after year. 


10W thatiNoted Lecturers 
57,651,000 Lees j : 
ing 1944 Lhe. lecturers will include university 
1945 andprofessors of national reputation, gov- 
mmment experts, noted industrial and 
> during financial researchists, and members of 
945 theygite official families of life insurance 
companies, banks, investment houses 
reporte(jid other financial institutions. 
The members will attend lectures for 
fve hours a day plus an evening lecture 
nnd discussion period. 









Payments 
» aS COM. css, 








9,667,009, 
auld haye 
t time ig 
r a Carry. 
ath bea 
1941, te 
insurance 

















































itted) ‘ js 
$1,279,661 The number accepted will be limited 


0 maintain the size of the class within 
ficient bounds. Registration will be 
1a through American Life Convention. 






406,66 








isemAssault Factor 
““Deteats Recovery 


The Mississippi supreme court has 
tiled in favor of Equitable Society and 
Mutual Life in a double indemnity case 
in which the insured was alleged to have 
caused the accident that resulted in his 
Lif death, The insured, Robert L. Mitchell, 
fan Littl; of Louisville, Miss., was intoxicated 
feature md slapped the face of the woman 
Over @tiend who was driving his car, causing 
: (6-6:1fher to lose control of the car, which 
smashed into an embankment at the side 
y Hattyfof the road. 
cials of. 
keepingjlaimed Cause was Blowout 


e socill The plaintiff, Mitchell’s wife, suing 
1as lomgifor $4,500 under the two policies, at- 
ively tOltempted to prove that the wreck was 
ng batkliue to a blowout, despite the testimony 
eventionfof the two women with her husband. 
The lower court jury accepted the blow- 
out theory and awarded the money to 
Mrs. Mitchell. The supreme court, 
however, held that the lower court 
should have instructed the jury to find 
assoc-§in favor of the companies, since there 
rizationjvas no material contradiction that the 
e deathfaction of Mitchell in striking the driver 
Charlesfwas the cause of the accident. 
dwards| The double indemnity clause contained 
~_fan exclusion where the accident results 
fom an assault of felony on the in- 
sured’s part. 
Y At one point in the slapping episode 
Mitchell told his two companions to join 
him in singing “The Old Rugged Cross,” 
Which they did, but as the court said, 
‘He soon recovered from this spiritual 
pBspiration and once more began to 
pstike and slap Mrs. Bouchillon in the 
iy with his hand and fist.” 
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Sevareid 
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| Propose Iowa Salary Hike 

DES MOINES—A bill to increase 
the salary of the Iowa commissioner 
‘om $5,000 to $7,500 has been intro- 
duced in the senate. 








Agent Is Crowned “King for a Day’ 


Zz 








Max Matson, Mutual Benefit Life, is shown receiving the felicitations of Mary Roth, 
National Life of Vermont, after having been crowned “Life Insurance King for A Day” 
at the Northern Ohio Sales Congress, Cleveland. Mr. Matson won his title from the 
other “kings” in a quiz contest. To the left of the winner is Lloyd H. Feder, Reliance 
Life manager and program chairman. From left to right, are Hadsell Easton, manager 
Home Life of New York and master of ceremonies; Henry Fleisher, New England 
Mutual; Michael Telich, Sun Life of Canada; Charles Fehl, John Hancock; Elwood 
West, National of Vermont; Vincent Clark, Metropolitan; Frank McFarlane, North- 
western Mutual; Robert Caulkins, Connecticut Mutual; Richard Mueller, New York 
Life, Delphos, O.; Thomas Bouck, John Hancock, Akron. 








Barrus Is Reappointed 


CHEYENNE — Rodney Barrus has 
been reappointed by Gov. Hunt as Wy- 


oming insurance commissioner and the 
nomination was approved unanimously 
by the senate. The new term runs from 
March 1, 1947, to March 1, 1951. 








of the trail. 





Salt Lake Centennial 


The Penn Mutual shares its Centennial with Utah, 
for the Mormon pioneers arrived in the Great Salt Lake 
Valley on July 24, 1847, after having crossed the Missis- 
sippi on February 4, 1846. 


“During the first year (1847-8) 1,700 emigrants set- 
led in Deseret. By 1869, 80,000 more had completed the 
1,300 mile journey across the great plains to the valleys 
of the Rocky Mountains; 6,000 were buried at the side 
The Mormon colonists pioneered successful 
irrigation in America, reclaimed a desert and founded a 
vast intermountain empire.” 


In honor of this important anniversary, the Penn Mu- 
tual is including in its Centennial exhibit of “Life in 
America a Century Ago” an original painting of the ar- 
rival at Salt Lake Valley. 
Clowes, was especially painted for our Centennial 
through the courtesy of the State of Utah, Department 
of Publicity and Industrial Development. 


1847—Penn Mutual Centennial—1947 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 


INDEPENDENCE SQUARE, PHILADELPHIA 


This work by the artist Paul 


President 




















Tax Question 
Clarified by 


Internal Revenue 


WASHINGTON — Internal revenue 
bureau officials say that many inquiries 
have been received regarding a bureau 
ruling of Dec. 7, 1945, to the effect that 
when a policy is surrendered before it 
matures and the cash value is to be paid 
out in installments the cash surrender 
value is to be treated as the cost of the 
contract. Officials say that confusion 
arose as a result of use of the words 
“constructive receipt” in publications of 
certain tax services. They have written 
Milton Elrod, Jr., Indianapolis attorney 
and other inquirers, in clarifying the 
matter. 

It was stated in the practice and pro- 
cedure division that the ruling applies 
only to a straight life policy where the 
cash surrender value is less than premi- 
ums paid. If cash surrender value is 
taken as annuity payments then that 
value is regarded as the consideration 
paid for the annuity. The cash sur- 
render value is exempt from tax. The 
law contemplates that every annuity 
payment includes part capital and part 
interest and the interest part is taxable. 


Not Applicable to Endowments 


,Internal revenue people handling 
problems involving annuity and insur- 
ance payment taxation say that the 
principle laid down in the ruling does 
not apply to payment under an endow- 
ment policy, although the impression 
seems to have gotten out that the ruling 
does apply to endowment policies where 
before maturity election is made to con- 
vert to annuity, and that in such cases 
the total profit should be reported. 

If an endowment policy goes to ma- 
turity without election, then at maturity 
the difference between premium paid on 
the policy and its maturity value should 
be reported as income for the year of 
maturity. If, after such a policy ma- 
tures, the policyholder decided to have 
the proceeds paid as annuity, then the 
maturity value would become the basis 
for computing the 3% tax. 


Doubt Solution Reached 


Meanwhile, it is learned that insur- 
ance people do not think the recent bu- 
reau ruling in PS No. 18 solves their 
pension trust problems. That ruling 
held that one year term premiums com- 
puted in the manner specified therein 
may be considered as based on rates of 
the company issuing the contract and 
may be used for the purpose of comput- 
ing cost of insurance under a pension 
trust and to be included in the employes’ 
taxable income. 

Dissatisfaction is reported based on 
lack of clarity in the language used and 
impracticability of the method proposed. 





Landi’s Licenses Revoked, 
Agency Restricted 


LOS ANGELES —The Landi-Ken- 
nell Corp. and A. Z. Landi license mat- 
ters which have been before the insur- 
ance department for a year, finally have 
been disposed of by Commissioner 
Downey by an order revoking all li- 
censes of A. Z. Landi, and continuing 
licenses of the corporation on a re- 
stricted basis until July 1, 1947. 

The order states Landi had been 
guilty of fraudulent practices, dishonest 
conduct of his business and was untrust- 
worthy. The licenses revoked were as 
agent and broker and as a life and 
disability agent. 

The order sets forth that Mrs. F. R. 
French, following bankruptcy proceed- 
ings, now is sole owner of the Landi- 
Kennel Corp., and that it is now a sol- 
vent corporation with which A. Z. Landi 
has no connection. Mrs. French is re- 
quired to change the title by July 1 so 
the names “Landi” and “Kennell” do 
not appear in it. 
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Reappointment of 
Forbes Is Seen 


It is expected that announcement will 
be made this week that David A. Forbes 
is to be reappointed as Michigan insur- 
ance commissioner. There had been 
some question about this, but political 
writers recently have been flatly predict- 
ing his reappointment and all the straws 
seem to point in that direction. Gov. 
Sigler was memoralized by a great 
many insurance people in the state to 
keep Mr. Forbes in his cabinet. 


Life Insurance, Real Estate 
Don’t Mix, Officials Say 

If a resolution adopted by the Toron- 
to Assn. of Superintendents of Insur- 
ance of Canada becomes legislation, or 
becomes a provincial rule governing 
the selection and licensing of agents, 
realtors will not be granted licenses as 
life insurance agents in the larger cen- 
ters, even though they may have li- 





































censes for other lines. 

While the superintendents have not 
stated that they intend to see that this 
resolution is put into effect it is taken 
for granted that such action 
taken. 


will be 


Northwestern Mutual “Career School” Largely Attended 





— 
‘ — 











Sponsored by 38 general agencies, 52 
agents of Northwestern Mutual Life at- 
tended the first of a series of “Career 
Schools” held at the home office in Mil- 
waukee Jan. 27-Feb. 7. This and the 
second school, Feb. 24-March 7, are lim- 
ited to veterans. Subsequently, schools 
will be opened to other full-time agents 
regardless of military service, who meet 
certain eligibility requirements. Selec- 
tions will be made from all general agen- 
cies of the Northwestern. 

Taking an active part in the program 
of the two-week Career Schools are 25 
home office people, specialists in their 
lines. The curriculum: consists of lec- 
tures, discussions and conferences on all 
phases of life underwriting. The pro- 


gram of these schools has been devel- 
oped and is under the supervision of 
Harold Gardiner, educational director of 
the company. 

One of the school’s features is a four- 
hour classroom instruction in the proper 
use of the voice and the psychology of 
salesmanship, and a two hour speech 
clinic. Ray Myers, psychology and pub- 
lic speaking instructor at the University 
of Wisconsin, is in charge. Each man 
has his voice recorded while being per- 
sonally checked by the instructor. As it 
is played back he is given recommenda- 
tions on how to improve his speech. 

As a closing feature of the first school, 
Jack Laffer, Wichita, Kans., was elected 
to demonstrate to the class his version 





of the Planned Income interview, based 
on field experience and school instruc] 
tion. Then Theodore Hauser, Lancaster 
Pa., Fred Seifer, Omaha, and Maurice 
Smith, Los Angeles, outlined their 1947 
work plans, incorporating ideas aia 
at the school and applied to their o 
situations. 
Grant L. Hill, vice-president and di 
rector of agencies, gave the closing talk, 
and Mr. Gardiner presented the diplo 
mas, 


Mutual Benefit Life has enrolled 5 
home office and agency employes in 
February for study classes preparatory 
to taking a total of 90 Life Office Man. 
agement Assn. examinations this year. 

























































SALIENT FEATURES OF 1946 ANNUAL STATEMENTS 



























INDIANAPOLIS \ 


to policy holders: $37,966,727. 
























ARR 
THE UNION CEN. 
TRAL HAS PRESENTED THE 
JEROME CLARK aoe eines ce * soe —- to New ; “ Increase Prems. Total Benefits Total 
FOR AGENCY BUILD ota n olicy- Bus. ns. in Force in Ins. Income Income Paid Disburs. 
Assets Assets holders 1946 Dec. 31, 1946 in Force 1946 1946 1946 1946 
ACHIEVEMENT TO. JACK $ $ $ $ $ $ $ 3 ; 
KNIGHT, MANAGER AT Amer. Home Life. 100,809 31,737 58,103 256,843 1,339,773 61,234 48,332 56,432 6,816 31,864 
‘ JACKSONVILLE, FLA. Baltimore Life ... 29,179,198 2,428,324 2,443,167 28,616,593 169,308,888 13,765,965 5,813,452 6,994,762 1,960,741 4,583,565 
Berkshire Life 97,010,189 6,404,330 1,957,388 37,448,575 298,870,306 25,440,223 9,908,105 17,403,532 5,758,096 11,007,081 
* * ok Capitol Life ...... 19,595,951 1,610,243 1,413,761 30,254,685 105,137,040 18,453,310 2,754,011 4,055,000 1,127,438 2,527,139 
Central Life, Kan. 2,452,815 —3,421 63,603 285,480 5,136,631 90,135 61,693 204,562 113,559 191,695 
: MR. KNIGHT WRITES: “It Columbia Mut. L.. 4,082,831 173,149 169,320 3,973,350 24,232,067 1,570,209 715,001 938,012 407,621 778,554 
is my considered opinion that Empire State Mut.. 3,215,132 403,419 431,641 6,492,565 18,590,000 3,132,914 595,735 832,622 193,605 521,611 
d pic i manana Family Fund 1,130,028 361,781 408,799 36,910,697 35,843,425 12,014,275 1,433,937 1,462,248 309,613 1,143,672 
you and your sta : : Fed. Life & Cas. 3,458,424 432,021 1,332,928 2,413,923 9,472,754 1,952,457 235,596 2,922,931 25,785 2,495,447 
of the credit for helping us win Fidelity Union 9,523,965 1,401,689 1,756,777 12,203,304 47,767,840 9,130,652 1,358,835 2,342,649 275,796 967,656 
the award. Many of the sales Franklin Life .... 92,915,981 16,128,133 6,500,000 133,284,736 446,768,734 92,513,739 21,495,224 27,488,442 3,983,277 11,732,418 
helps and suggestions outlined Globe Life ....... 5,476,681 465,524 555,998 3,165,365 30,373,531 2,061,699 684,516 935,989 197,764 470,921 
in your service have assisted Golden State Mut.. 2,513,711 469,243 853,641 18,468,850 33,161,326 9,559,463 1,923,880 2,116,606 302,869 1,678,992 
my organization in doing an Great South. Life. 84,282,375 6,794,500 6,259,560 82,047,044 371,765,356 46,818,196 11,046,197 14,963,095 4,324,172 8,376,499 
outstanding job in 1946. Gov. Per. Mut..... 756,914 106,519 74,700 2,646,883 7,115,071 1,384,817 187,446 217,325 61,480 116,973 
Py ‘ : Gt.-West. L, Assur. 275,284,369 30,254,331 13,879,780 146,552,465 908,609,383 99,536,784 35,118,171 60,549,301 12,615,598 31,137,809 
We juse your major services Home Life, N. Y... 180,654,485 13,044,150 7,398,325 103,793,771 655,227,912 78,210,382 18,104,469 29,503,601 8,990,930 16,753,299 
very intensively and have noth- Imperial Life 10,147,004 1,658,270 1,237,856 20,791,283 90,058,301 14,572,318 3,220,370 3,739,147 465,234 2,154,495 
ing but thanks and admiration Indus. L. & H.... 25,273,356 5,526,459 9,346,319 351,829,189 418,966,261 94,328,405 25,818,007 26,860,464 5,870,878 22,509,171 
to extend to you and to your Jefferson Nat. Life 3,750,794 1,322,628 1,619,793 8,757,799 34,265,843 7,020,453 976,314 1,957,178 174,613 713,956 
taf. Thi olicltad letter ib John Hancock..  2,037,505,696 199,883,459 159,733,003 1,852,869,430 8,300,558,487 1,043,939,724 306,157,978 415,270,360 138,602,740 219,212,772 
Stal, 11S, UNSONCIted Fetter | Kansas City Life. 181,892,376 11,731,969 10,010,002 104,318,569 674,105,024 64,523,934 19,196,120 27,561,831 9,052,757 16,171,435 
the tribute one man would like Loyal Prot. Life.. 6,111,083 829,386 3,122,615 5,167,183 14,569,881 4,103,986 2,678,857 2,940,602 741,304 2,486,684 
to pay to the job you are doing Metropolitan Life..8,045,432,384 483,435,114 1496,982,281 24,179,578 * 34,422,019 3,160,049* 31,087,664* 41,460,851*  5630,302* 953,489 
in your particular field.” Natl. Old Line ... 2,445,668 303,133 347,039 4,972,464 17,507,595 4,339,865 496,251 627,557 58,997 334,573 
North Amer, Life. 20,151,467 1,368,234 1,588,151 18,651,010 103,045,932 11,439,859 2,660,176 3,850,217 1,110,257 2,457,211 
ae N. Am. Life, Can.. 104,877,199 8,503,669 6,605,308 58,453,388 370,551,409 40,480,147 11,655,611 18,444,180 5,302,014 10,274,639 
Old Amer. Life.... 319,761 60,651 279,211 1,934,804 2,206,994 1,889,874 100,170 136,455 988 92,034 
Old Line L. of Am. 33,347,976 2,141,714 2,862,895 10,854,071 107,076,646 6,192,717 3,416,982 6,010,885 1,971,608 3,921,098 
THANK YOU, MR. KNIGHT. 4 § postal rite & Cas.. 2,239,890 153,850 826,352 4,790,669 9,006,125 3,301,723 212,016 302,402 90,118 467,913 
I THINK THE KEY WORDS Pres. Ministers’ 42,501,500 1,923,102 4,520,818 7,637,938 79,941,586 4,910,543 3,541,994 6,202,736 3,009,960 4,262,182 
ARE, “WE USE YOUR SERV- Pyramid Life, Ark. 2,940,114 375,521 538,400 6,874,196 24,583,225 3,557,429 432,649 706,634 128,432 
ICES VERY INTENSIVELY.” Pyramid Life, Mo. 4,615,143 204,386 485,561 3,749,551 19,146,356 2,658,089 474,676 676,481 173,652 
THE GOOD IDEAS R & R Republic Life 3,172,073 475,757 802,433 5,248,523 32,257,974 3,031,478 759,750 859,454 143,798 
Rio Grande Nat. L. _— 2,899,705 621,096 $33,563 16,078,439 47,120,479 6,918,403 1,276,086 1,481,605 222,245 
BRINGS ITS MEMBERSHIP Secur. L. & Acci.. 13,874,842 1,960,221 1,562,698 16,898,500 78,481,633 11,467,794 2,385,902 4,000,574 575,274 
ARE OF NO AVAIL UNTIL Standard Life, Ind. 4,041,510 916,363 684,279 10,562,069 43,302,920 6,991,716 1,504,044 1,811,829 326,906 
PUT TO WORK — AND MR State Farm Life.. 19,539,687 4,165,110 2,946,747 64,398,836 217,922,155 47,957,322 5,751,172 7,537,180 1,072,294 
‘ 4 State Mutual Life. 290,843,867 19,575,551 14,463,680 101,876,137 805,347,281 77,045,780 26,618,920 44,562,426 14,562,911 
KNIGHT’S COMMENTS ARE Sunset Life, Amer. 1,757,894 224,647 332,700 3,531,138 19,150,760 2,204,566 432,419 504,520 82,365 
PROOF THAT THEY DO FRATERNALS 
WORK. A. O. U, W., N. D.. 15,007,953 653,666 1,482,274 4,574,297 54,644,132 2,265,785 1,406,035 2,284,141 973,071 
Equitable Reserve 11,215,303 477,434 1,240,956 3,128,132 38,571,353 852,225 881,019 1,555,283 782,906 
PAUL SPEICHER Fidelity Life Assn.. 14,334,062 682,722 626,823 4,868,111 57,278,212 1,433,698 1,412,126 2,090,286 907,060 
Monooing Editor Homestead. L. Assn. 5,374,484 256,026 306,291 3,108,357 20,151,459 137,052 767,216 998,636 331,339 
ong Standard Life, Kan. 11,059,411 —14,963 867,616 2,679,50 32,947,564 —462,415 855,352 1,332,704 988,814 
THE INSURANCE Woodmen of World 157,828,335 4,850,943 13,956,311 76,020,721 439,404,400 24,207,641 12,070,933 20,552,095 9,559,074 14,952,538 
RESEARCH & REVIEW SERVICE *Last three figures omitted. : : : 
; 1Group life insurance reserve for epidemics, etc. (incl 
investments (inc. $343,000 A&H): $69,833,000; 


Unassigned funds: 
’ group increases over withdrawals. %Includes A&H premiums: $56,295,-338. ‘Includes total A&H income: $57,984,588. 


. $0 A&H), 


$413,449,281. 


®Includes total A&H disbursements: $49,379,153. 


$13,700,000 special reserve for possible loss or fluctuation in value 
2Issued, revived and increased, includes excess, if any, OF 
‘Includes A&H payments 
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1946...A Year of Record Growth 


New Business largest 
in STATE MUTUAL History 


HIGHLIGHTS OF 10ist ANNUAL REPORT 


NEW PAID BUSINESS (including Group) ; 5 ; $101,346,512 
Gain over 1945, 57.15% 











and di, 
ne ae INCREASE IN INSURANCE IN FORCE . i $77,045,780 
olled 3 TOTAL INSURANCE IN FORCE, December 31,1946 .  $805,347,281 
oyes inf 
‘parato; 
ce Mn LAPSES AND SURRENDERS continue at extremely low levels . 1.25% 
| NUMBER OF POLICYHOLDERS increased . , 15,100 to 158,400 
ADDITIONAL NUMBER 
voll of individuals covered under Group forms in first year 12,850 
oe 
Mp PAID to Policyholders and Beneficiaries . , ; ; $15,225,170 
4,583,565 
1,007,081 
are TOTAL INCOME from premiums and investments. ’ $34,770,792 
778,554 “ 
521,617 { 
ee TOTAL ASSETS increased $19,575,551 to . , , ‘ $290,843,867 
967,656 j 
Rat TOFAL LIABILITIES . . = «w ' «.tiwt SS ee 
8,376,499 
Last | SURPLUS, December 31, 1946, increased to ; i ? $11,707,338 
250 
713,956 
Tia 
2,486,634 e a 
ne Steadily Forging Ahead | 
ne 
AN OLD COMPANY WITH A YOUTHFUL OUTLOOK 
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U. S. Agency Pleads for State Fund 
Monopoly in Cash Sickness Plans 


It creates serious administrative prob- 
lems and _ increases administrative 
costs.” 

No effective safeguards have been de- 
vised to prevent commercial insurers 





and private insurers are competing, and a 
system that would require all covered 
workers to be insured by private plans 
underwritten by commercial insurers, or 
through self insurance arranged by the 
employer. 


Private insurance interests get little comfort from the report “Temporary Disability 
Insurance Coordinated with Unemployment Insurance” 
eral security agency of social security administration. 

The report condemns both the Calfornia system under which both the state fund 


that has been put out by fed- 


from getting the good risks and the 
state fund from getting the bad. Hence 
the state fund’s experience is likely to 
be poor and that would cause the fund 
to be criticised unjustifiedly. 

Employes who would choose to con- 





tends, 


“Contracting out,” the 
“violates sound principles of so- 
cial insurance by making it impossible 
to provide basic protection of all cov- 
ered workers at the least overall cost. 


tract out, the report states, would gen- 
erally be those who would get a cheaper 
rate or get what appears to be more 
liberal benefits under a private contract. 
It is certain, the report contends, that 


report con- 
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During a Year of Economic and Social Transition 








39™ ANNUAL STATEMENT 
December 31, 1946 


s 
ASSETS 
Bonds: U.S. Government ....$20,947,018.99 42% 
Canadian Government .... 49,106.85 ad 
State, County and Municipal 864,252.77 2 
Oe nee Cre 4,058,211.40 8 
Beery ese re 290,270.92 1 
NN 55 S06 bab odinbon 62,730.46 . 
Seen $26,271,591.39 53% 
First Mortgage Loans ....... 17,298,402.07 34 
Home Office Property ...... 743,145.80 1 
Other Real Estate .......... 594.55 a 
Preferred and Guaranteed Stocks 910,987.66 2 
Common Stocks ...........- 55,500.00 * 
Policy Liens within the Reserve 3,509,160.69 ¥. 
Cash in Banks and in Office.. 1,407,377.59 3 
Be cack $50,196,759.75 100% 
*Less than 14 of 1% 
LIABILITIES 
Pee RESOEVES oo vce sacle scececcces $45,525,186.17 
Reserved for Policy Dividends, Taxes, etc. 961,564.21 
Contingency Reserves—Investments . 192,670.54 
Future Interest Requirements ........ 300,000.00 
TOTAL LIABILITIES, EXCEPT CAPITAL $46,979, 420.92 
Capital Stock ...... $ 637,530.00 
SE 2,579,808.83 
TOTAL SURPLUS AND CAPITAL STOCK 3,217,338.83 
ee ye $50,196,759.75 











A, A. ‘RYDGREN. PRESIDENT 


HE year 1946 was one of transition 

from wartime to peacetime economy, 
accompanied by many problems and wide- 
spread uncertainty. Despite these condi- 
tions Continental American’s Veteran 
Field Force, supplemented by carefully 
selected and thoroughly trained New 
Field Representatives, established the 
greatest record of progressinthe Company’s 


history. Here are the highlights: 


+ An increase of $15,868,246 in life insur- 
ance in force, resulting in a total of 
$191,933,250. Both figures are all-time 
Company highs. 


<< New life insurance put in force during 
1946 amounted to $23,188,403—of which 
22% came from new Field Representa- 
tives recruited during the past two years 
under a continuing policy of careful selec- 


tion and thorough training. 


i! ontinental American Life Insurance Company — 
WILMINGTON «DELAWARE - ‘ 


M. s. BELL. VICE PRESIDENT 






the most burdensome rates would fq 
on the workers least able to pay. 
Even if it were possible to preven 
adverse selection against the state fu 
at the outset, there is no way of pre 
venting private insurers from canceligg 
lines that turn sour. 
Also the report denounces privat 
participation on the ground that unde, 
writing and adjudication costs to comfin co 
mercial insurance are much higher thaglwas « 
administrative costs in social insurance mana 
In Rhode Island the amount provided Unde 
for administration is 4% of contriby§ihe } 
tions, whereas in California it is 5%, 4Healt 
At this point the report cites thd;efere 
Ralph H. Blanchard survey of privat He 
A. & H. insurance that was made fy year 
the social security board showing thaf hat 
the overall administrative expenses fo posed 
all forms of A. & H. insurance wer§or m 
37%, exclusive of fees, licenses anésched 
taxes. In group insurance the figurég due t 
was 20%. insure 
According to this report, competitiog§yate 
for business in the A. & H. field has = 
not eliminated the less efficient units econo 
Many insurers remain in business yeq 
after year, even though they pay back 
to the policyholders only 40 cents oyf§sai 
of each premium dollar. Under individ 
ual contracts, the report states the re 
turn in benefits averages only aboydsi 
35% and under group insurance it igi 
66%. 
The report states that any system 
that allows contracting out is boun 
to be complex, particularly for worker 
that change employers. The adminis 
trative practices would be more cum 
bersome and the entire operation woulg@ On 
be slowed up. in Ne 
The report goes on to state that igcarrie 
workmen’s compensation insurance, adgemplo 
ministrative expenditures where thgand n 
state fund is not the exclusive insuring sonab 
agency were nearly three times those ig been 
states with exclusive state funds. This throus 
the report argues, is due mainly to thgthe r 
greater administrative complexities tha larger 
are inevitable when the state fund haggroup: 
to operate in conjunction with comand ; 
mercial insurers. Also, the  repomgroup 
claims that there would be frequeng signed 
misunderstandings and friction betweeg tion fi 
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the state agency and private insurers. my 
“ Je 

e ‘ that v 
National Farmers Union fay s: 
don s: 


Life Probed in N. D. truth ( 


ST. PAUL—Glenn Talbott, vice-pres To 
ident of National Farmers Union Lig*?Peat 
now under scrutiny by the North Date bt 
kota state senate, said here that the ing St i¢ 
surer has nothing to fear from an img fV!C1 
partial investigation. mane 


A conference examination of the com | V¢ 
pany up to June 30, 1946, was recent) . ! 
st—1 


completed by Montana, Colorado ani 
North Dakota, Mr. Talbott said. “Thglompe 
report of the examiners indicates all th salesm 
affairs of our company are in excellengit have 
shape.” Some | 

He said the report for 1946 showed 
$25 million insurance in force, no deli Mr, 
quencies in interest or principal payq state 1 
ments and a ratio of assets to liabilitieg4ws et 
of 117%. to furn 
“On the basis of such a record forge | 
company only nine years old we havg™any | 
nothing to fear from an impartial invés from f 
tigation,” said Mr. Talbott. public. 
busines 


trom t 


Name L.A.A. Eastern Round} i: ti: 


Table Committeemen a. 


Powell Stamper, National L. & Aptie fiel 
president of Life Insurance Advertiset the gre 
Assn., has named the 1947 Easteng'ave b 
Round Table committee, which met rq™ich 
cently in the office of Richard Rhodg*ups, 
beck, United States Life, who is comg‘fOuPs, 
mittee chairman. Plans were made 
the March 17-18 meeting in New Yom 

Members of the committee are M 
F. Barber, Penn Mutual; Morgan 
Crockford, Excelsior Life; Margafq 
Divver, John Hancock; Clifford B. Req; 
ves, Mutual Life; H. A. Richmoags nishi 
Metropolitan; Arthur F. Sisson, Stale 
Mutual; Joseph B. Treusch, Uniti, - : 


















States Life, and J. H. Warner, Aet# timilar 
Life. = 
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“it elGordon OK.s N. J. 
tate Plan Offered in “46: 
‘cance Lists New Fields 


S Ppfiva The responsibility that those in the 
lat underfaccident and health business must face 
s to com#in connection with cash sickness plans 
gher thalwas emphasized by Harold R. Gordon, 
insuranges§ managing director Health & Accident 
Provided Underwriters Conference, in addressing 
contribygthe New Jersey Women’s Accident & 
is 5%, 
cites th@reference to the situation in New Jersey. 
of privat# He reviewed the plan submitted last 
made fogyear by the state commission studying 
wing th@that problem, which submitted a pro- 
enses fog posed bill requiring employers of four 
ince weror more persons to pay benefits as 
Nses an@scheduled to workers for unemployment 
he figu§due to sickness. Employers could self- 
insure or purchase insurance from pri- 
M1 petitiogg vate Carriers. 
field “This plan 









is considered by most 


hag 
ent si economists and those of long insurance 
ness yeygexperience as the best plan possible for 
pay bacg@the workers of this state,” Mr. Gordon 
cents oygsaid. “It is definitely superior to either 


” 


r indiyidgthe Rhode Island or California plans. 
‘s the ref He expressed the hope that the commis- 
ily aboufsion “will determine again that private 
ince it jginsurance is able to do the job without 
the state going into the disability insur- 
y systemgance business, either alone or in com- 
is boun@petition with private carriers, as is done 
- workerg in California.” 
adminis protecting Small Employers 
ore cum 
on woulg On the question which has been raised 
in New Jersey, as to whether private 
e that ggcarriers can furnish protection to small 


‘ance, adgemployers—those with more than four | 


here thgand not more than 25 employes—at rea- 


- insuring sonable cost, Mr. Gordon said it has | 
states | 


been demonstrated in several 
ds. Thi through franchise coverage and through 
ly to thgthe regrouping of small groups into 
ities th@larger groups, that such collective small 
fund ta eroups can be written at no greater costs 
ith comand 
e report 
frequen 
betwee 
isurers. 


; those in 


serviced as effectively as large 


signed risk plan, used in the compensa- 


sory insurance plan in New Jersey. 

“We sincerely and honestly 
on any state insurance agency,” 
don said. “We must demonstrate the 
truth of this statement.” 

To meet the situation created by the 
appearance of these state plans, he said 
the business must discard some of its 
past ideas of underwriting, handling and 
servicing of the business and type of in- 
surance, 

“We must insure more people—we 
must insure them at the lowest possible 
cost—we must broaden our coverages. 
Companies must supply the need and 
salesmen must see that those who need 
it have it.” 


Some Laws Need Revision 


Mr. Gordon said that in some cases 
state laws need to be revised or new 
laws enacted to enable private insurance 
to furnish complete and modern insur- 
ace protection and that statutes in 
many states have prevented companies 
rom furnishing such protection to the 
public. He said that in most cases the 
business has received fine cooperation 
tom the insurance departments along 
this line. 

In taking up some of the newer de- 
velopments and those likely to come in 
the field of disability insurance, he said 
the greatest advances in recent years 
have been made in group coverage, in 
met rgWhich he included not only employer 
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believe | 
that we can do a better job than can | 
Mr. Gor- | 


Health Assn. at Newark, with especial . 





groups. He also suggested that the as- | 


tion field, could be applied to a compul- | 





| Rhodg ups, but also franchise, association 
is comoups, family policies, and other spe- 
nade fg4lized group lines. Group insurance, 
w Yorg'e asserted, is here to stay and is one 
re Mange the most effective methods of cover- 
rgan 98 small income workers. 














Margard Newer, but advancing rapidly, is sO- 
"BR called “franchise” coverage which he 
defined as merely a plan or method of 
lurnishing individual policies on a group 
asis, with flexibility of coverage, to 
ther small groups who cannot obtain | 
smilar coverage under an employer | 









ichmond 
Stat 
ni 

r, Acts 
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group type or to larger groups or asso- 
ciations who have no common employer. 
He regards this type of coverage as an 
answer to the problem of private insur- 
ance supplying the need of small em- 
ployers, instead of the state taking over 
the disability insurance based on those 
risks. It also provides a very flexible 
plan for writing large professional 
groups and labor unions who cannot ob- 
tain insurance on a common employer 
group basis. In the specialized gfoup 
field he mentioned coverage for volun- 
teer fire departments, schools, col- 
leges, campers, Boy Scout, and credit 


groups. 

In connection with medical care in- 
surance, Mr. Gordon said it is not easy 
to work out practical plans that will be 
within the ability of all persons to pay 
and yet to provide reasonable fees for 
physicians who cooperate with such 
plans. Such insurance is expensive and 
the insurer must be certain that the 
benefits provided are not so great as to 
require a premium which is too high for 
the ordinary wage earner. This is par- 
ticularly true when dependents are in- 
cluded. If the premium is too high, 
people do not buy—except those who 


are not normal risks. This sets up a 
selection against the insurer. However, 
with cooperation of physicians on fee 
schedules and with moderate but reason- 
able limitations on medical care outside 
of hospital, he said it has been. proved 
that satisfactory plans can be worked 
out. The idea of a uniform contract 
and fixed premium, such as have been 
used in the Wisconsin Plan, must be 
discarded because of the application of 
the Sherman anti-trust act. He urged 
that insurers should make every effort 
toward working out sound plans in co- 
operation with the medical societies. 











We could say that 1946 is the best year the FrankLin 
ih 


Lire has ever known; that its growth has been the greatest in its 63 


year history. We could say that the past year showed the greatest 


recorded increase in earnings of our representatives. But we said all 


those things last year, and the year before—and the year before that! 


Records during 1946 were so remarkable that we feel somewhat like 


the Hollywood producer who found such words as Stupendous, Superb 


and Colossal too tame. 


f 


New paid ordinary business produced by the splendid FranKLIN 


agency organization during the year 1946 exceeded $110,000,000.00. 


This, we believe, will easily place us among the top companies in 


America in actual dollar volume. 


While industry-wide records for the year are not yet available we do 


know that the insurance industry as a whole showed a 60% increase 


in the new ordinary business during the first ten months of 1946. 


During the same period the Frankiin showed a 110% increase— 


nearly twice as much! 


Biggest? (too weak) Best? (inadequate) Greatest? (anemic) Pshaw! 


We've just run out of words to express it! 
















FRANKLIN Li 


SPRINGFIELD, ILLINOIS 


CHAS, E. BECKER, PRESIDENT 


INSURANCE 
COMPANY 


DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over $445,000,000 Insurance in Force. 
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Home Life Managers Map 
Closer Controls at Rally 


Agency managers of Home Life 
gathered at New York over a five day 
period. To hold the sessions to confer- 
ence size and to stimulate discussions 
among managers similarly situated, the 
managers from the eastern territory met 
the first two days and those from the 
west the final two days, with the entire 
group together the third day. 

President James A. Fulton reviewed 
the accomplishments of last year and 
discussed the outlook. He emphasized 
Home Life now has no foreclosed real 
estate, no questionable bonds, no over- 
due interest, and the whole financial 
picture is completely healthy. He said 
the company during a period of pros- 
perity had bulwarked its position for 
the future. In the next 12 months he 
believes that business will be good for 
those who continue with hard work and 
close management. “Now is the time for 
us to tighten up,” he said. “Sloppy man- 
agement and overexpansion is already 
beginning to take its toll in other lines 
of business, and those in the life insur- 
ance business who follow such proced- 


ures may suffer as well.” 

William J. Cameron, executive vice- 
president, spoke on the Guertin bill 
and its effect on company operation. He 
stated that it is actual experience that 
is going to count regardless of legis- 
lation. In preparing the rates and 
changes a primary consideration has 
been the amount of income which the 
dollar invested will produce for the 
beneficiary on the death of the insured. 
The funds left under settlement options 
are now on a 2.5% interest rate, and 
they will continue on 2.5% except for 
funds left under interest option where 
the rate will be 2%, he said. 

Presiding duties were shared by Wil- 
liam P. Worthington, agency vice-presi- 
dent, Eugene C. Kelly, John F. Walsh 
and Francis H. Low, managers of 
agencies. 

Among managers who spoke were: 
Vernon W. Holleman of Washington; 
Victor M. Shewbert, Los Angeles; and 
Adolph R. Klein of Chicago. 

In recent months those three agencies 
have produced nine men for the com- 


pany who are now working as agency 
managers, home office agency field as- 
sistants, or assistant managers. 

Lester Horton, Newark; Hadsell S. 
Easton, Cleveland; Joseph E, Boettner, 
Philadelphia; and John H. Evans, New 
York, discussed and developed phases 
of client building activities. 

Louis R. Stein, | Newark agent, told 
how the company’s plan of operation 
had resulted in his producing $1,465,000 
in new life insurance during his first 
year. 


Average Earnings Impressive 


Mr. Worthington reported that the 
average earnings of the field organiza- 
tion had increased by 123% since 1938, 
which was the year the company sub- 
mitted figures for the TNEC investiga- 
tion. At the same time the annual pro- 
duction of new business has gained by 
181%. Such records, he pointed out, are 
convincing evidence that the company is 
on the right track in building a field or- 
ganization first rather than putting the 
emphasis on production. 

Home Life, he said, is dedicated “ 
building an organization of successful 
men who in turn will render the finest 
life insurance possible to their clien- 
tele.” As Home Life men “grow indi- 
vidually on a sound career basis, we 
know that the company must grow.” 
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FOUND WHAT HE'S... 


... Hunting For! 


The premium rate during the first 
three years is 15% lower than that 
called for after three years and then 
dividends may be applied toward 
offsetting the increase. 


Of course, the Waiver of Premium 
Disability Benefit 
policy, just as it is in all other Pru- 
dential Ordinary policies issued at 
standard rates at ages under 60. And 
the A.D.B., 
tinue for the whole of life. 


Small wonder Prudential represen- 
tatives and brokers, and their clients, 
like the Modified Whole Life 3, 





@ And the prospect who's hunt- 
ing for low cost permanent pro- 
tection finds it, too, in Prudential's 
Modified Whole Life 3 policy. For 
it's low in cost from start to finish. 


is in this popular 


if included, would con- 
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In 1946 average production per » 
was $316,400 compared with $77,733 j, 
1938, Mr. Kelly reported. Men in the 
first year with the company earned a 
average of $327 per month under th 
salary plan in 1946. While the recor 
are exceptionally good, there were me 
who left the business during the yea 
and in retrospect the record prove 
that they should not have been hired jy 
the first place. It is at this point in th 
selection. procedure where manager 
will seek to make an improvement dy 
ing the coming year. 

In the sessions on training and qj 
rection Mr. Walsh and Mr. Low placed 
the emphasis on the results which ¢a 
be obtained when management give 
good direction toward adherence to thd 
company’s tested plan of operation. Pt 
duction follows the line of field activity 
Better training methods and closer di 
rection on the part of management jy 
1947 will be pointed toward an even 
greater degree of sustained activity i in) 
all agencies. Emphasis is on directing 
men into doing those things which ex. 
perience has proved will make them suc/ 
cessful. 


Seattle Council Sponsors 
Will Drafting Contest 


The Seattle Life Insurance & Trust 
Council, consisting of 46 life agents and 
general agents and 21 senior trust of- 
ficers of Seattle banks, is sponsoring 
a will drafting contest for law students 
at the University of Washington. 

The main objective of the contest is 
stated to be to impress young lawyers 
with the necessity of a careful over-all 
estate plan covering the use of such 
items as life insurance, life insurance 
trusts, option settlements, trusts under 
wills and other instruments where they 
serve a useful purpose, also the import- 
ance of careful draftsmanship of the 
will and related documents so as to co- 
ordinate all parts of the over-all plan, 

First prize will be $250, second prize, 
$100, and third prize $50. 





The Los Angeles C. L. U. chapter has 
elected Bruce E. Bare, general agent oi 
New England Mutual Life, as vice-presi- 
dent, succeeding Walter Firman, who 
resigned when appointed Long Beach 
manager of Prudential. 


State Mutual Cup 
to Stanley Martin 


Stanley E. Martin, general agent at Dal- 
las, is here receiving from President 
George Avery White State Mutual Life’ 
president’s cup. 

The cup is awarded each February for 
outstanding agency achievement and is the 
highest honor which a State Mutual agency 
can attain. It is based on net paid business 
and percent of increase over previous year, 








persistency, ratio of voluntary termin* 
tion, production from old organization, 
total paid -business from new full-time or 
ganization and average production pet 
man-month from new full-time organiza 
tion. 

The cup was personally presented to Mr. 
Martin by Mr. White at a dinner of the 
State Mutual General Agents Assn. at the 
home office. 
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instiiaie Notes 
Smaller Juvenile 
Percentage in 1946 


While purchases of juvenile showed 
an aggregate gain in 1946 of 3%, they 
represented a substantially smaller pro- 
portion of total purchases than in 1945, 
a survey by the Institute of Life Insur- 
ance indicates. Industrial juvenile in- 
creased 7% while ordinary juvenile re- 
mained practically the same as in 1945. 
The survey covered the experience 
of companies writing half of total 
new ordinary and 4 of total new indus- 
trial in the U. S. The institute estimates 
that juvenile purchases approached the 
$2 billion mark in 1946. 

Purchases by adults rose much more 
sharply and ordinary juvenile purchases 
last year represented 8% of total ordi- 
nary sales while in 1945 they were 11% 
Industrial juvenile purchases were 36% 
of total industrial purchases compared 
with 39% in 1945. 

The survey demonstrates that the 
greater part of the juvenile was written 
in 1946 on children under five years. 
About 64% of industrial juvenile was 
purchased on children of four and under 
and 61% of ordinary was on children of 
that group. Ages five to nine accounted 
for 16% of the industrial and 17% of 
ordinary juvenile policies, while ages 10 
to 14 accounted for 20% in the case of 
industrial and 22% for ordinary. 





Baxter-Cooper Agency Is 
Ordered to Answer Suit 


MILWAUKEE—Circuit Judge Brei- 
denbach overruled a demurrer by the 
Baxter-Cooper agency of Chicago and 
ordered it to answer within 20 days a 
breach of contract suit brought by A. F. 
Wanta, Milwaukee local agent. The 
demurrer had been argued earlier by 
Fhilip La Follette, Madison attorney 
and former Wisconsin governor. 

Wanta charged that although Louis 
H. Baxter and S. Robert Cooper, heads 
of the agency, had contracted with him 
to sell insurance policies to members of 
building and loan associations in Wis- 
consin, they had “refused and still re- 
fuse” to pay him 10% of the first annual 
premium on policies he sold, as agreed. 
The agency argued through counsel that 
the contract was unenforceable because 
it violated state statutes. In overruling 
the demurrer, Judge Breidenbach held 
that “the contract in question is not so 
indefinite as to be unenforceable.” 

The Baxter-Cooper agency is manager 
for Federal Life. 





$114, Million in “Apps” for 
Keesling’s 70th Birthday 





Francis V. Keesling, president of 
West Coast Life, was presented $1%4 
million of new 
business written be- 
tween Feb. 1 and 
17 in recognition of 
his 70th birt hj- 
day. The celebra- 
tion and ceremony 
took place in Mr. 
Keesling’s office 
and the agents who 
produced the busi- 


ness were repre- 
sented by Otto 
Langpaap, man- 





ager of agencies, 
who made the pres- 
entation. 

Orchids were attached to each appli- 
cation for $10,000 or over; red roses on 
each application from $5,000 to $10,000; 
carnations on apps between $2,500 and 
$5,000 and daffodils on apps under $2,500. 
Participating in the event were H. i # 
Stewart, executive vice-president; Dr. 
Ivan C. Heron and Dr. A. C. Olshen, 


F. V. Keesling 


vice-presidents; C. C. Warner, secretary; 
George C. Clarke, 
George T. Armstrong, treasurer. 


director, and 


Jr., 








LIFE asta Setanta mantra 











Sia. Butler iii 
James & Co. Officers 


Robert B. Mahan has been taken into 
the firm of Fred S. James & Co., Chi- 
cago, and has been elected a vice-presi- 
dent. Rush C. Butler, Jr., has been 
elected vice-president. 

Mr. Mahan joined James & Co. in 
1936 and was manager of the casualty 


.the army coast artillery in 1942, 


Ameiiiahadds until he became an officer in 
being 
discharged in 1945. At present Mr. 
Mahan handles accounts for the firm. A 
graduate of Northwestern University, 
he entered insurance with Marsh & Mc- 
Lennan in 1928. 

Mr. Butler, a producer, joined James 
& Co.-in 1936 following six years with 
Rollins, Burdick, Hunter Co., Chicago. 
He attended the University of Iowa. 


Mutual Life 
Returns to Canada 


Mutual Life of New York has been 
licensed to transact business in Canada, 
according to a statement issued by the 
Canadian insurance department. 

Mutual Life was previously licensed in 
Canada but withdrew several years ago. 









































































SUMMARY 41st ANNUAL REPORT | 


| 
December 31, 1946 | 


$169,939,175 
New Insurance..... 19,338,887 
Admitted Assets .... 52,853,249 | 
Income ......6.¢5.0% 7,939,866 | 
4,156,155 | 


Insurance in Force. 


Policyholders’ Surplus 


Payments to Policyholders and Beneficiaries since the inception of 
the Company total $52,138,109. These payments plus the Company’s 


Assets equal 105.73% of the total premiums received. 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


250 East Broad Street | 
Columbus 16, Ohio | 


1906 1947 | 
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Philippine Business Goes from Good to 
Better; Chinese Operations Impossible 





NEW YORK—The Manila, P. I, 
agency of U. S. Life paid for $44 mil- 
lion of insurance in 1946 and expects to 
pay for $50 million in 1947. Galen Litch- 
field, vice-president of U. S. Life and 
former head of Asia Life, said that al- 
though the amount of money that the 
American army has been pouring into 
the Philippines is beginning to slack off, 
exports, particularly in copra, are de- 
veloping very rapidly, and that the Phil- 
ippines should continue to be an ex- 
cellent market for insurance for a long 
time. 

Mr. Litchfield, who has recently come 
to New York from the Philippines and 
from a survey of business conditions in 
China, Burma and Siam, said that most 


there for the possible invasion of Japan. 
Total Philippine currency prior to the 
war was about $140 million. The troops 
were spending about $50 million a 
month. All figures are in U. S. cur- 
rency, not in Philippine currency which 
is worth only half as much. 

Mr. Litchfield said that when he had 
first returned to the Philippines, shortly 
after its recapture, there were long lines 
of people in front of banks waiting to 
make deposits. Similarly, a producer 
had only to expose himself to prospects 
to make a very good living. The U. S. 
not advance a 


Life agency there did 
penny to any of its producers, The 
army, he said, is still spending large 


amounts of money for the repair of war 





damage and the rehabilitation of the 
people, but the long run soundness of 
Philippine economy depends upon ex- 
ports which are developing very rap- 
idly. 

By contrast the conditions he found 
in Chinese economy have made it im- 
possible to renew operations in Shang- 
hai. He said that because of inflation 


companies which had been operating in 
the Philippines before the war. are now 
in operation there again. 

He said that when U. S. Life first re- 
opened its agency on July 5, 1945, there 
was not only a tremendous backlog of 
demand for insurance, but that money 
was pouring into the area through the 
one to two million soldiers established 


easy about currency could have the fee} 
of yellow metal to restore his confidence 
He said, however, that he was keeping 
an office open in Shanghai ready to 

into operation when conditions war 
ranted, and that he had full confidence 
in the eventual capacity of the Chineg 
to get along under whatever form 6 
government might attain power. He 
said that Shanghai, at the mouth of the 
Yellow River w hich runs through a val. 
ley inhabited by 250 million people, jg 
a vast potential market for insuranee 
and should not be overlooked in any 
development of insurance in the orient, 


which has seen the Chinese government 
raise the exchange rate to $12,000 
Chinese to $1 American, each official 
raise just a cut below the black market 
exchange rate, insurance operations 
would be extremely difficult. The 
Chinese court has decided, he said, that 
debentures should now be redeemed at 
$1,000 for each original dollar. Should 
this rate be applied to the payment of 
policy proceeds the cost to a life com- 
pany would be very large. The difficulty 
is that most of the companies’ Chinese 
investments are in government bonds, 
and since the government does not ap- 
ply inflation to its own bonds, giving 
only the face amount, of the bond plus 
interest, the company’s liabilities would 
be multiplied while its assets would be 
stabilized. 





Detroit Agency Led 
Provident Mutual 


The Detroit agency of Provident My. 
Agent Roland DP, 


Shanghai Office Kept Open 


Mr. Litchfield said that a new issue of 
Chinese currency had been in the banks 
for over a year but that there was not 
sufficient confidence in the government 


tual, under General 
Benscoter, led all 
the company’s 
agencies in new in- 





Our 50th Accounting....A 
Slee,/31010 Responsibility 
to 81274 Policyowners 


For the better protection of policyowners, we voluntarily operate as a Registered Policy Com- 
pany. Approved securities equal to the Legal Reserve of all Registered Policies are held in 
trust by the Board of Insurance Commissioners of the State of Texas. 


FINANCIAL STATEMENT 
December 31, 1946 


to make it feasible to issue the cur- cyrance sold dur- 
rency. He said that probably the only jing 1946. Produc- 
way in which Chinese currency could be tion of the agency 
immediately stabilized was for the was $7,394,000 
Chinese government to borrow gold and which is greater 
place the new issue of currency on the jhan the produc- 
gold standard so that whoever felt un- tion of any previ- 
, ous year except 
1928. 
| The agency, 
| which embraces all 
Michigan, shows a 
| gain over 1945 of 
| 98% and a 48% R. D. Benscoter 


| gain over quota and also leads the com- 
| pany in insurance sold by new agents 
| and has the most qualifiers for the round 
table which will meet in Palm Beach in 


March. 





| Clarify Neb. Position on 
A. & H. Policy Approval 


| Frank E. Landis, Nebraska depart- 
mental attorney, states THE NATIONAL 
UNDERWRITER was in error in its Feb. 
13 edition in listing Nebraska as one of 
the states that is requiring the refiling 
| of previously-approved A. & H. policies 


ASSETS LIABILITIES to — — they meet condi- 
tions of the revised edition of the com- 
GaGh ose oe is RE. sta ee saad $ 1,144,654.91 stag ; . 
144, : 4 : ho missioners A. & H. policy guide that 
Bowne: Death Claims Due and Unpaid......... $ None became effective Jan. 1 


Fully Guaranteed by U. S. Government 1,686,005.49 


sg: Complete 
State, County, and Municipal........ 116,237.40 vA 


Claims for Which Proofs Are Not 


ee 


Premiums and Interest Paid in Advance 


no such rule 
he said. 
eh 
“The department. does, however, have 


“At the present time, 
has been promulgated,” 


MMMEORIES C55. poinsis ower ob sbaecdss cous 136,717.44 and Premium Deposit Funds......... 334,794.46 : . 
IN ciclnn se aee kelick eb auew Apes a5 js 1,298,108.12 Reserve for Taxes, . atten eect eee eeeees 60,000.00 sagan nes poe Aaa pti A the 
Industrial and Miscellaneous......... 715,969.78 qe a alc of Home current files indicates that of sopra 
BEE CE 2 SEA a eal 1,227,227.52 a heard <a ohh ae tee sere mately 2,450 approved accident _ and 
First Mortgage Loans on Real Estate... 9,552,317.03 ” Funds Exclusively for Protection of Ts health policy forms, over 1,900 fail_ to 
one M y comply with the provisions of the first 
Home COmice Buiine. occ. sivece cee cs 325,000.00 Policyowners official guide, av of its outs 
Real Estate Sold Under Contract....... 33,413.53 Full Policy Reserve on All Outstanding vevtilben, as ‘thee 200 ‘ae ee 
RO UUEE: BOR SEUREORE 5 osoisc a Seer os 000s 89,257.77 _ Policies eee netencerevesesveboccnsses 16,107,874.53 with the provisions of the pa ed 
Loans on Company’s Policies.......... 1,297,161.43 For Fluctuation in y tion of the guide and less than 50 forms 
AORTIC RIORTIN! ooo. Baus <oss cs sae 18,739.51 C — stceceecoecces $225,000.00 approved comply with the provisions of 
Sniitak Tok aaah Reeinl eaad ficaakes Setereeserccsecccecs boson the third edition of the official guide. 
ee, Rae Me oe en ine neacingal pis ye — = existence of the 
: ~ s 2 e uide, the abov 
Premiums Due and Deferred........... 497,197.48 SURPLUS TO POLICYOWNERS... 1,275,000.00 most Binns hase aiocies he aa 
ToraL ADMITTED ASSETS...........+. $18,235,431.83 TOTAL; BAAD TEINS 2 oly Seis oo 0 isin SS 0s $18,235,431.83 prior to pig a am ge 
INSURANCE IN FORCE............. $122,731,010.00 1946 GAINS correcting them to conform with its pro 


Payments to Policyowners and 


Beneficiaries Since Organization......$ 45,876,777.63 


Reserve Loan Life Insurance Company of Texas 


1201 Main Street 


Increase in Insurance in Force....... 
Increase in Assets ......... 
Increase in Surplus for Policyowners. . 


An Old Line Legal Reserve Company 


visions. 


ef S298 8 “Upon completion of the current de- 
; °265°000.00 partmental study and before any ruling 


will be issued, both the health and acci- 
dent industry and other departments will 
be consulted.” 


_ 


Has 11 Millionaires 


Two Penn Mutual agents in 1946 pro- 
duced more than $2 million, they being 


Dallas, Texas 





LIFE @  ##HEALTH AND ACCIDENT eo HOSPITALIZATION Lowell L. Newman, Fort Wayne, and 
Walker Laramore, Miami. 

OFFICERS ‘ iy were nine million dollar men— 

CLINT W. MURCHISON........... Chairman of Board HERMAN VAN MAANEN............ Mortgage Loans Sens Fan Weis Nae. Water @ 
PAIS oon Ws.n pnb u pe sd swsnicvec sus President ROBERT B. CAPLINGER............. Chief Underwriter Jr., New York; Sanford M. Bernbaum, 
PAUL D. LINDSEY.............. Assistant to President DR. DAVID W. CARTER, JR........... Medical Director Seattle; Bernard Jaffe, San Francisco; 
DONALD H. CARTER...............00- Vice President ROYALL R. WATKINS................ General Counsel W. Henry Pendell, Grand Rapids; Stan- 
EVERETT B. HUME................ Secretary-Treasurer HERMAN: E, OTTO. 2c. ee ees Assistant Secretary ley N. Murphy, Jackson; Joseph F. 
CHARLES M. HANSEN............ Vice Pres. & Actuary LOUISE TIMMERMAN.............. Assistant Secretary O’Connor, Los Angeles, and Karl Bach, 

Te NURI isin ar ocd wis odn'sG new aa deco hie kako tte Vice President and Director of Agencies \ San Francisco. 
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on fidence ferred to him by his first name, or “The Part Life Insurance Plays in the toastmaster” by being top man in the 
; keeping Elect Rinieieauia “brother.” Plaintiff and her husband Economic Life of the Nation.” agency on the company’s honor roll. 
dy to go 1 U d - eH funeral cag a2 cen ber —— H. B. a ie for the third consecutive 
ns war cident to his last illness, because he left year of leadership qualified as lives 
on fidence Nat ‘i n erwriter no other relatives. The court held that Youngman Agency Record leader. 





The Arthur V. Youngman agency, 


Additional awards were made to J. H. 


> Chine e id kindness extended on the part of near 
“form “4 Vice-Presi ent a — not vem — as the com- New mepoee se Mutual Benefit Life Aas Hanway and E. C. Wood, as they were 
wer, oie St ’ 2, mon law relationship, in loco parentis. a 1946 production of $8,439,861 which runners-up in the voting for most valued 
th of i: H. tty a ts aoe hay The case is titled Niewadomski vs. the placed it second among the company’s pea = ag ‘ 
gh a val. vice- ay - re ationa “te oil ths agencies. Rowland F. Mellor was des- —— 
eople, jg WET , om hired aoe iy tn . Die abi d Life ignated the most valued associate by | The Boston chapter of the Special Li- 
insurance a the Ps sie °S lors wy ill Urban C. Brown, John Hancock, Em- vote of members of the agency and, braries Assn. met in the New England 
| in any Bulletins oe s —— The Dia hice poria, a past president of the Kansas in addition, had the distinction of Mutual home office with Miss Jeannette 
> Orient, continue bel that Prion ie % n€ Viamonc Assn, of Insurance Agents, addressed being the agency volume leader. W.T. Smith, company librarian, and her staff 
Life Bul etins Agent’s Service is One (Gjasses at the College of Emporia on Daenitz won the designation of “agency as hostesses. 
of the important life insurance pub- 


tion of the distinguished service that he : =a 
ot has rendered as editor, speaker at life ‘Red marrow in thigh bone 
‘Binsurance gatherings, and department ’ . 
head. 
Mr. Gravengaard has become a na- 





scoter 


he com- 
r agents 
le round 
seach in 


lications of The National Underwriter 
Co. As its editor, Mr. Gravengaard has 
improved its quality, enlarged its scope, 
and increased its circulation. His eleva- 
tion to a vice-presidency is in recogni- 


tional life insurance figure. He is in 
constant demand as a speaker at life in- 
surance meetings. The talks he has given 
in recent years, especially those on busi- 
ness insurance, have enhanced his repu- 
tation as a speaker capable of delivering 
powerful, convincing and_ stimulating 
addresses. He is serious-minded and in 
earnest in what he has to say. 

In addition to functioning as editor of 
the Diamond Life Bulletins Agent’s 
Service, Mr. Gravengaard has been the 
author of a number of life insurance 
books, brochures and pamphlets. To 
date more than 135,000 copies of the so- 
called Gravengaard books have been 
sold, these being “Sole Proprietorship 
and Life Insurance”; “Partnerships and 
Life Insurance”; Close Corporations and 
Life Insurance” 
Insurance.” 


Brochures Produced 


gaard has been producing 
brochures which explain and picturize 


; and “Key Men and Life | 


During the last two years Mr. Graven- | 
illustrated | 








GERIATRICS: HELPING OLDER PEOPLE ENJOY LIFE LONGER 





RED BLOOD CELLS 
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depart. life j The di f the red blood cell 
-,, | the advantages of life insurance in spe- + comeier. ot the red Oined (Ce 
Ana cet situations. Already published Pe da in life is 25/100,000 of an inch RED BLOOD CELL PRODUCTION 
ts “eb, “How to Preserve Your Partnership”; | Inthe normal human adult, red blood cells are 
eAliE “How to Offsét the Loss of a Key | manufactured exclusively in the red bone mar- 
soliciés Man”; “How to Preserve Your Close | row. These cells, containing the red coloring, | 
“> adi Corporation”; and to the series will be | hemoglobin, pass into the blood stream where 
cone | added when it is published in March: | they carry oxygen from the lungs to the tis- 
~ Com: “How to Preserve Your Sole Propri- | sues, and carbon dioxide from the tissues back 
Je that etorship.” to the lungs to be discharged there through 
: Before joining The National Under- } respiration. Anemia results from either too 
*h rule writer Co. four years ago, Mr. Graven- | fast a destruction or too slow a manufacture or 
gaard was for 19 years in the life in- | release of red blood cells. The color of the bile 
r, have surance business, starting as a personal is derived from the hemoglobin of that frac- 
. producer and tdtee becoming a general | tion of the red blood cells destroyed each day. 
>p roa agent. After a period of training at the | u % 
t aa home office of the Aetna Life, he be- | ey ee RSPR Se oto ae J 
fail to | C2me_a personal producer in Syracuse | Semi-schematic drawings by Jean E. Hirsch 
1e fae and Boston. Later he established | i 
7 sales training and educational depart- I l f f l t 4 
eer ment of the Aetna Life, wrote the first | on er 1 eC or peop e pas 
id cai ge of the company, and produced its | 
rst correspondence sales_ training | . . és 2s Sg . . 
_ forms Rise When Wile das’ Satahed ine an Most people have had, or will some- So-called “‘pernicious anemia,” quest gives further promise to the man 
pe tablished the Aetna field training school | time have, anemia. which only 20 years ago was invari- or woman of 40 for another 30 years or 
or © | and conducted it in the company’s lead- | i a, F . ably fatal, is still formidable be- more of enjoyable, purposeful living. 
of the | ; an) EE or satis In younger individuals this condi- See ; ; . 
that | "& agencies. e became Aetna general | , Rd cause if not diagnosed early it may teks - 
e liey agent at Columbus, O., in 1926, and in | tion is usually easy to correct: young + une A i sahiecasinan aaa Getting the most out of those years 
oul 1931 was appointed general agent of | bone marrow has great capacity to rege ee nigh aioe oe — as rag . requires financial independence, best 
ithoml New England Mutual at Toledo. | make new blood. For those over 40, a anette aitapcbna ie sieges ator hie provided through savings and life in- 
ts pro- Par, | anemia calls for more concern. It may habe — ally. Peoaigg ee i surance. Your NWNL agent, paid not 
Cousin Held in NSL Case even warn of some serious hidden a Vey ae primarily for how much insurance he 
ot Not “i a ae ailment that demands attention. Anemia is best detected by hemo- sells you but for what you keep in force, 
uling | Not “in Loco Parentis 7 ald . globin determination. Hemoglobin, has every reason to provide you with 
1 acct j ’ ‘ Fortunately, recent strides in medi- : ; RE ; : } 
ts will In a National Service Life case re- . ‘ : : : ae the oxygen-carrying portion of the exactly the right kind and amount, 
: : 3 cal science enable almost every ye day. y 
volving around whether the beneficiary saatigiahe sieunten' tebe: ai timebcewiiain red blood cell, is an excellent measured by what you need and can 
46 = 480 ¢ < ° . a 7 . 
could be termed “in loco parentis” to ’ P wan Th alaaakiiies barometer of your health. afford. He can help you plan wisely 
meet the original beneficiary require- | normal life span. This marks another See for a financially comfortable future 
ments the U. S. sixth court of appeals | achievement in what has come to be If examination reveals low hemo- th h lif a 
6 pro pt the Ps yours ot nga 4 | termed geriatrics, the science of help- globin, your physician, after proper en 
being Memory . ff See J American ing older people enjoy life longer. diagnosis, has at his disposal effective FREE PAMPHLET: “Your Life’s 
>, and | Indian, was killed in military service and Anemia is a deficiency in quantity remedies for correcting this condi- Blood” tells how the body's hemopoietic 
carried an NSL policy in which he had or quality of red Aa gee” le a tion. For anemia is no longer an in- system affects your health and well-being. 
nen— ff designated the plaintiff as beneficiary, 4 f y al Se AE ludi evitable ‘old age’ ailment. Its con- Sent free on request. 
er R.§ with the relationship described as “in | result trom mainutrition, including ; : 
ental = parentis.” The soldier’s parents had | lack of minerals, chiefly iron; from 
aum, | died when he was young and he had | infection, glandular dysf ion, | 
pee , gle ysfunction, loss N L 
cisco; fre to reside at the home of an uncle. of blood; from lack of balance be- O R Tt H - S T E R N I F E 
Stan- en the uncle died he went to the duct aa : f Po 
hh F.J home of the plaintiff and lived there | tWeem production and destruction 0} SURANCE @& COMPANY 
Bach, } until he entered the army. Testimony | red blood cells. Its most prominent ats lis 4,Mi 
developed that he called the plaintiff symptom is fatigue. O. J. Arnold, President Minneapolis 4, Minn, 
‘sister’ and most of the time she re- 
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Sales Ideas and Suggest 








Sales Skit Main Feature 


of Cleveland Congress 


CLEVELAND—An unusually inter- 
esting sales skit which contained a lot 
of meaty material was the main feature 
of the annual northern Ohio all-day 
sales congress. . E. Hanson, Aetna 
Life, president Cleveland Life Under- 
writers Assn., and Robert T. Moore, 
Ohio National, president Cleveland Life 
Insurance Executives Club, which spon- 
sored the congress, extended welcome. 
Lloyd H. Feder, Reliance Life, was 
chairman of the congress committee. 

The skit was entitled “Agency Meet- 
ing of the Atomic Mutual Stock Life In- 
surance Company,” with an _all-insur- 
ance cast which had rehearsed under 
the tutelage of a Lakewood Little Thea- 
tre instructor. The play was written 
by Roy G. Cleveland, Mutual Benefit 
Life. It poked fun at the confusion of 
an ill-supervised agency with slipshod 


She 
COMMONWEALTH 


Commentary 





financing methods, spineless leadership 
and questionable ‘sales tactics. There 
were two scenes, and finally a_ sales 
demonstration in which the agent 
wrestled his prospect to the floor and 
forced him to sign the application. 


Schwemm Talks on Market 


Earl M. Schwemm, Chicago manager 
of Great-West Life, offered ‘Sales 
Ideas for Today’s Mafket.” He em- 
phasized the need for a selling philoso- 
phy and an inspiration from within. If 
the agent is properly sold on his prod- 
uct he will do a good job, Mr. Schwemm 
believes. Mr. Schwemm is more con- 
cerned about the agent’s philosophy 
than his knowledge. He must learn to 
think straight, to take a long-range con- 
sistent viewpoint, to talk to a man in 
terms of his business problems and 












THE LIFE INSURANCE CONTRACT IS— 


—A_ financial instrument which rules the uncertainty 
Life 
will always be uncertain, of course; but life insurance 
dispels economic uncertainty for those who go on living. 


out of human life to the greatest possible extent. 


—A thrift plan. Payment of each premium increases 
the cash value of the life contract—in later years by 
even more than is deposited. 


_ —A diversified investment. While the average man must 
invest a few thousand dollars in a single investment, 
the man who invests in a life insurance contract invests 
a few dollars each in thousands of different investments, 
achieving safety through diversification. 


—A depreciation reserve. The life contracts increasing 
value serves to offset the constant decrease in a man’s 
economic value which grows out of the fact that as each 
day’s earnings are collected they are subtracted from 
the total which will be earned across a lifetime. 


—The best hedge against low interest and high tavzes. 


Insurance in Force January 31, 1947 — $310,773,038 
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LOUISVILLE e MORTON BOYD, President 




































benefits. Too many agents talk in gen- 
eral terms, he said. 

Life insurance, if properly sold, is of 
more value to the buyer than the com- 
mission is to the seller, Mr. Schwemm 
said. It is humanly sound, for it reaches 
its peak value when something hap- 
pens in a person’s life, it fits into life 
as life happens. In selling it, agents’ 
should sell the destination, not the pol- 
icy as such. 


Policy Inspiring Document 


“Life insurance in itself has every- 
thing necessary to inspire the salesman, 
and he should not have to depend on 
uninspired inspiration—that which comes 
from the outside,’ Mr. Schwemm said. 
No other contract can give as much. 

Today’s most important word is “in- 
come,” he said. Take advantage of it. 
A lot of life insurance in future is go- 
ing to be sold out of capital as well as 
out of income. The idea of deferred 
income is a good one. High taxes and 
low interest make the value of life in- 
surance stand out more than ever. As 
income goes up, income taxes become 
greater. Life insurance, however, puts 
tax-free dollars in the holder’s pocket. 
The difference between earned dollars 
and tax-free dollars should be used in 
today’s selling. To put $1,000 in the 
bank, a man must earn much more than 
that amount. 


Troth Talks on Motives 


Paul Troth, manager of field service 
Home Life of New York, known as the 
“Walt Disney of life insurance,” and fa- 
mous for his illustrated talks before life 
underwriters’ groups, showed the buying 
motives and consequent sales appeals 
to use. These sales appeals must be 
shifted until we find the one which 
brings out and sparks the motive to 
action. 

For the average person, the greatest 
interest is in the home. Men generally 
buy life insurance for retirement in- 
come and income for family. The needs 
of a prospect should be paced through 


life. 
Special entertainment was offered 
during the luncheon period, including 


strolling entertainers and a floor show. 


Millionaire on Program 


Rudolph L. Leitman, agent of New 
York Life at Detroit, a million-dollar 
producer, spoke in the afternoon on “De- 
bunking the Million Dollar Producer.” 
“There is no super-salesmanship in the 
kit of the million dollar producer,” he 
said. “There is nothing in his kit that 
the majority of agents do not have in 
their kits—nothing that smacks. of 
magic.” 

Million dollar 
takes and lose 


producers make mis- 
sales, just like other 
agents, he said. They pull themselves 
up into the millionaire class by hard 
work, adoption of other people’s meth- 
ods and ideas that they can use, and 
accumulation of experience that gives 
them confidence. 

He described his own experience, 
starting with $100,000 paid-for business 
the first year with the usual low first- 
year income. The next year was as 
bad and he was disgusted. He studied 
every book he could find on the sub- 
ject, made so many calls his feet hurt, 
and he wondered if he were in the right 
field. In the fourth vear he qualified for 
the $200,000 Club. He constantly sought 
for higher levels to solicit. Five years 
ago he really began to click, wrote over 






















































$500,000, then over $650,000, and finally 
reached the million mark. In all that 
time he found no magic formula for sell- 
ing life insurance, but merely profited 
by his experience,‘adopted ideas here 
and there that seemed sound. 


Gives Some Sales Ideas 


Mr. Leitman offered some sales ideas 
that he successfully applies. The agent 
always should seek to arouse curiosity 
immediately when he calls on a pros- 
pect, otherwise he will lose many Profit- 
able interviews. Get a gadget of some 
type and put it into the prospect’s hands 
immediately, so he will have'to ask what 
it is. That gives opportunity to tell 
him and to present the story. Find out 
the prospect’s earning power and abil- 
ity to buy. Sell ideas and not policies, 
Talk about what a man wants done 
for his family—what his dreams are in 
terms of money. Talk of his problems 
in personal terms, not technical. 

Get all necessary information, then 
talk of his wife and children by name 
instead of by impersonal terms. Em- 
ploy effective words that are positive, 
romantic, and impelling. Create pleas- 
ant word pictures that inspire. Get the 
prospect used to the application by put- 
ting it in plain sight early. 

“Anyone producing $500,000 or more 
needs a secretary,” he said. “Time in 
the field is terribly important, and you 
need a secretary so you can be there, 
When you get a secretary, write let- 
ters like mad. At any excuse write a 
letter. Scatter your letterheads all over 
town. ‘Thank people for an interview. 
Thank people for an application. Write 
and say you are coming. The good 
these letters do is invaluable.” 


Sales Consultant Talks 


Vernon E. Vining, consultant West- 
inghouse Electric Appliance Division, 
Mansfield, O., nationally known author 
and speaker on merchandising, talked 
on “How To Get Stinkin’ Rich.” About 
97% of all selling is based on being 
there, he said. Knowing all about what 
you have to sell has little to do with 
selling it. Such knowledge is only a 
tool. A carpenter doesn’t boast about 
his saw, but many life agents boast of 
their knowledge of policies, he said. The 
average salesman puts too much value 
on what he has said. The only golden 
words in sales, are those which the pros- 
pect utters for they give the lead to 
what the agent should say. 

The average salesman until he reaches 
the very top suffers from an inferiority 
complex because of poor analysis. He 
feels the prospect does not want to hear 
what he has to say, and if this is the 
attitude, the prospect probably won't 
want to hear it. “Why take 
granted that the prospect doesn’t want 
to hear about life insurance when it is 
the answer to the prospect’s dreams 
of a home, security, happy retirement, 
and all the rest?” Mr. Vining asked. 

“It is his home, his security, and his 
retirement that the insurance provides. 
So why shouldn’t he be interested? 


Quiz Contest as Closer 


A “Life Insurance King for a Day 
Contest” closed the congress. This was 
a quiz program applied to life insurance 
selling. H.S. Easton, Home Life, was 
master of ceremonies. Winner was Max 
Matson, Mutual Benefit, life member 
Million Dollar Round Table. He re- 
ceived valuable prizes and with Mrs. 
Matson was honor guest at a dinner. 





SHOW 1946 INSURANCE RESULTS 





New Bus. New Bus. 1946 Inc. 1945 Ine. 

1946 1945 in Force in Force 
BG MMOTe Tle oss 5 o:c cin bc eke toe se $ 28,616,593 $ 20,703,080 $ 13,765,965 $ 8,742,929 
POOP RICE DLO he ore Cee Eee cele gb 37,448,575 30,109,086 25,440,223 21,006,529 
BEOGRG TACO. IN. 8X 00:5 b 3 erie s bps ere 108,793,771 65 "510,315 ) 78,210,382 46,083,017 
Industrial Life & Health.......... 351,829,189 235,579,380 94,328,405 72,494,455 


North American Life, Can.......... 


41,622,905 40,480,147 27,206,014 
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‘Puckette Takes 
Insurance News 


‘Post at Dallas 


pDALLAS—John E. Puckette, former 
ditor-president of the “Insurance Field” 
ind more recently editor-in-chief of the 
Mnsurance Index,” has joined the “In- 
grance Record” of Dallas as managing 
iditor and Lawrence Pool, formerly on 
lye advertising staff of the “Reporter- 
News” of Abilene, Tex., has become 
promotion manager of the “Insurance 
Record.” 

Mr. Puckette, has had more than 20 
vars’ experience in insurance trade 
newspaper work. He started as a report- 
frp on the “Insurance Field” in 1926. 
erved a year at New York as associate 
kditor., and was advanced to editor in 
934. He resigned in 1943 to become 
kditor of the “Insurance Index.” 

In his earlier days, Mr. Puckette was 
with the “State” of Columbia, S. C., 
Courier-Journal” of Louisville, of which 
he became city editor and Daytona 
Beach “Morning Journal,” of which he 
was managing editor. He was a field 
wtillery officer in the first war. 

Mr. Pool is a major in the air corps 
reserve. He served in the army air force 
more than 4% years. 

John C. Leissler, Jr., is editor-publish- 
« of the “Insurance Record.” 








Qualify Your Risks, 
Dingman Advises 
Indianapolis Agents 


Many agents fail to realize how prof- 
table it is to qualify their risks and 
how expensive it is when they do not, 
Dr. Harry W. Dingman, vice-president 
ad medical director of Continental As- 
surance, told 200 members of the In- 
dianapolis Assn. of Life Underwriters 
“It is a waste of time to tell a man 
that there is something he cannot get,” 
Dr. Dingman said. “So early in your 
interview you should meet the issue 
fankly. Not long ago an agent gave 
ts a splendid looking app for $100,000. 
Not knowing the rules on jumbo cases, 
he did not make arrangements for EKG 
aid chest film. When he went back to 
his applicant to state company require- 
ments in this respect, his client had gone 
to Florida for a month. That case was 
never completed. 


How It Should Be Done 


“The second case that we had re- 
tently illustrates the same problem in 
reverse. The agent came in my Office 
at noon with an application, two med- 
als, EKG, chest film, and letter from 
the attending physician that he knew 
we would need. Meanwhile, inspection 
had been ordered and was already in 
our files. The agent walked away with 
his policy that very afternoon,’ Dr. 
Dingman said. 

When a case is obviously substandard, 
the agent should avoid making any com- 
mitment on regular rates. The home 
office is the tough sale. The prospect 
may think he qualifies, but he does not 
mow. The home office underwriter is 
a specialist in risk appraisal and does 
know. 

Cooperation was never so freely 
given by companies. The fundamentals 
ot underwriting are the agent’s for the 
asking. 





Would Permit Group Cover 
for N. C. Trade Associates 


The new definition and standard pro- 
Visions of group life insurance, plus 
Stroup life insurance for trade associa- 
ions is recommended by the North 
Carolina commission on insurance law 
revision. 

The commission recommends a statute 
governing insurance company mergers, 





and rehabilitation, and also including 
the uniform insurers’ liquidation act. 

The commission also recommends 
amending the agents’ licensing law to 
reduce to statutory terms or principal 
qualifications of agents rather than del- 
egating to the commissioner authority 
to prescribe the rules and regulations. 
The commission recommends enactment 
of the definition of franchise accident 
and health insurance as passed upon 
by National Assn. of Insurance Com- 
missioners. 





Write more accident business by sub- 


Prudential Liable for 
Agents False Statements 


In Stillson vs. Prudential, Georgia su- 
preme court reversed the decision of the 
trial court followed by a divided decision 
of the court of appeals that in a case 
where an insurance agent had fraudu- 
lently made untrue and incomplete an- 
swers in an application for insurance 
the insurer is liable. 

The insured was troubled with high 
blood pressure and had an enlarged 
heart when the Prudential agent took 


as given him by the insured, witnesses 
for the beneficiary testified that the 
policyholder gave the agent the correct 
answers, but that he filled in the appli- 
cation with different answers and cov- 
ered what he had written with his hand 
while the insured was signing. 

The court held that an agent in mak- 
ing out an application is acting for his 
insurer and is therefore estopped to 
make the mistake. The company made it 
possible for the agent to perpetrate the 
fraud and should suffer rather than tlie 
beneficiaries who are innocent parties. 


The world wide standard of authority on 





scribing to The Accident & Health Re- 
view, $2 a year, 175 W. Jackson Blvd., 
Chicago. 


his application. Although the agent tes- 
tified that he wrote the answers exactly 


up-to-date underwriting practices is Risk 
Appraisal by Harry Dingman. 





HIGHLIGHTS 


FROM OUR 103rd ANNUAL REPORT TO POLICYHOLDERS 


ee ee a ee ee ee a ee ee ee ee ee ee 


FACTS AT A GLANCE 
(All figures as of Dec. 31, 1946) 


TOTAL INSURANCE IN FORCE.............. $2,218,000,000 
Increase of $188 millions over last year 
Increase of $1 billion since 1929 


NEW LIFE INSURANCE ISSUED............ ‘ 255,000,000 
34% more than last year 
More than in 1942 and 1943 combined : 

Income from all sources.......+...+e+2+5++ $132,000,000 
Increase of $10 millions 

GINS ors 5c hoc aces cons ctuceceuad Sale 41,000,000 
to policyholders, beneficiaries & annuitants 

Added to legal reserves...............- eee 56,000,000 
Increase of $4 millions 

Net gain from insurance operations....... 18,000,000 
Increase of $1 million 

Dividends apportioned for 1947.......... 12,000,000 
Maintaining scale adopted in 1940 

RGGI 6. oe hdc ctbdeedcdewacev eget couesecss $848,000,000 
Increase of $70 millions over last year 

READIN So ooedie vidnciccdustce vance seeees 794,000,000 
Includes policy reserves, funds on 
deposit, and dividends set aside for 1947 

TOTAL SURPLUS FUNDS.................... 54,000,000 


Tripled since 1929 


MAJOR INVESTMENT HOLDINGS 


U. S. Government Bonds. ........25006- $251,398,000 29.6% 
Piisile Uther Gent oan os. oo Sci Ssceccscns 156,494,000 18.5 
Werliteiadd Bande « :oi0.6's sew iccsccceensins 156,273,000 18.4 
Mortgage Loans... ......scccccccccces 98,728,000 11.6 
tee NOE, 6 5c scx eccesccecoeeure 60,581,000 Fal 
Preferred & Common Stocks........+--- 45,044,000 5.3 
Policy Loans. «oc ccccccccccccticvccesos 33,051,000 3.9 


The “Facts” presented in the adjoining column 
speak for themselves. They indicate beyond any doubt 
that 1946 was New England Mutual’s record year in 
every respect. Some pertinent paragraphs from the 


report itself follow. 


“oO 


“During the past several years we have pursued 
an aggressive investment program, not only in the 
search for sound new investments, but in the disposal 
of securities already in the portfolio... We have 
reinvested non-recurring capital profits, thus increas- 
ing the number of dollars which are earning interest 
on the one hand and strengthening various special 
reserves on the other . . . We have thereby lowered to 
2.85% the average rate of interest we are required to 
earn on all insurance and annuity reserves. Our net 
interest return on mean invested assets in 1946 was 


3.18%.” 
* 


“The health of the nation was extraordinarily good 
last year, a fact which was emphasized by the all-time 
low mortality of our own policyholder group, 40.3% 


of that expected on the net amount at risk.” 


* * 


‘“‘Under the present dividend scale, which has been 
maintained for 7 consecutive years, most types of 
premium-paying policies receive an annually increas- 
ing dividend. Because of this normal increase and the 
greatly increased number of policyholders, the $12 
millions set aside for distribution in 1947 is 42% 


greater than the amount paid in 1941.” 


New England Mutual 





Lye Insurance Company & of Boston 


George Willard Smith, President 


THE FIRST MUTUAL 


LIFE INSURANCE 


COMPANY 





Agencies in Principal Cities Coast to Coast 


CHARTERED IN AMERICA — 1835 
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Getting Away from the $100,000 Test 


It is time for life companies of all appreciably that the agent of today must 


sizes to recognize that the agent writing 
$100,000 worth of life insurance in a year 
is no longer entitled to membership in 
any sort of leading producers club. In 
today’s conditions, an agent writing 
only $100,000 in business is not making 
a decent living for himself. 

Less than 10 years ago the $100,000 
a year agent was still highly regarded. 
A production of that size brought him 
membership in most companies’ leading 
producers organizations, a convention 
trip, and special consideration and re- 
spect from home office officials. He was 
truly a member of the inner circle. But 
today an agent should write at least 
twice that much business in order to be 
considered as unusual, outstanding or 
entitled to special recognition. 

Most agency men say that the agent 
producing $100,000 of business in a year 
is likely to make on the average $1,500 
in first year commissions. This figure is, 
of course, subject to change, because it 
depends upon the kind of policies writ- 
ten, the age of the policyholders, and 
other factors. On the whole, though, 
there seems to be general agreement 
that as a rough average $100,000 of first 
year production brings the agent $1,500 
in first year commissions. 

With the prevailing high and numer- 
ous taxes, with general living costs 
above any previously recorded figure, no 
agent writing $100,000 can stay in the 
life insurance business on a full-time 
basis, because a production of only 
$100,000 will not give him and his fam- 
ily a proper living. Living costs and 
expenses of all kinds have altered so 


produce $200,000 in business annually in 
order to be on a safe and sound footing, 
and to be in a position to buy the things 
that he and members of his family want 
and need. 

Agency officers of life companies 
should, more than anyone else, have a 
full understanding of the change that has 
taken place, and should abandon their 
old production standards, which were 
for the most part based on the $100,000 
a year agent. 

Not long ago one of the representative 
companies made a study of agency com- 
missions which revealed that any agent 
able to persuade one man a week to save 
$2 a week, could earn $2,450 in first 
year commissions. It was discovered 
further that if the agent continued at 
this same rate of production, without in- 
creasing it, he would have an annual in- 
come at the 10th year and thereafter, of 
$4,180. 

Expressed this way, a reasonable an- 
nual income, even for the new man, does 
not seem too difficult. The selling pace 
has been accelerated tremendously since 
1941, so that even the newest agents 
are able to get into production much 
more quickly than was the case in the 
past. 

To approach this question from a 
somewhat different angle, it seems to be 
obvious that life companies can no 
longer afford to send $100,000 agents on 
costly convention trips, shower them 
with special awards, or reward them in 
other ways for a volume of $100,000. 
The minimum figure should now be 
$200,000. 


Rally of English-Speaking Actuaries 


The conference of English-speaking 
actuaries to be held June 21-26, 1948, in 
London to mark the 100th anniversary 
of Institute of Actuaries of London 
should have a special value for those 
who attend, no matter from what coun- 
try. It is true that the International 
Congress of Actuaries conventions bring 
a greater diversity of nationalities, but 
the difference in languages as well as in 
methods of operation necessarily cuts 
down the value of these all-nations gath- 
erings. 

An English-speaking conference, on 
the other hand, should have as much in- 
ternational flavor about it as anyone 
could want yet without the tedium of 
translating summaries of each speaker's 
paper into a couple of other languages.. 
Besides all this there is a fraternity 
about the actuarial profession that is 


largely coextensive with the English 
language. Actuarial science was spread 


in this country in the early days mainly 
by Scottish actuaries. The same is true 
of Canada and doubtless of Australia. 
Consequently there is a basic similarity 


‘between methods used here and in Eng- 


land and Scotland, despite certain differ- 
ences in practice. 

The conference will furnish an oppor- 
tunity to return the visit of the British 
actuaries who came over for the 50th 
anniversary of Actuarial Society of 
America in 1939. Unfortunately, Col. 
H,. J. P. Oakley, president of the Lon- 
don institute, who headed the delega- 
tion, has since died, but there will be a 
number of that occasion’s visitors who 
will be on hand to welcome the Amer- 
icans and Canadians to this notable con- 
vocation, 


Robert A. Wilson, assistant regional 
director of the State Farm companies 
and member of the Richmond, Va., 
charter commission, has received the 
U. S. Junior Chamber of Commerce 
distinguished service award as_ Rich- 
mond’s outstanding young man of the 
year for services rendered in 1946. 

Herbert J. Prouty of Travelers has 
been named chairman of the insurance 
division of the Red Cross campaign at 
Columbus, O. 

Howard H. Stenzel, Columbus, O., 
district manager in charge of Pruden- 
tial’s three offices there, is celebrating 
the completion of 25 years of service. 

R. William Archer, director of pub- 
licity for Southwestern Life of Dallas, 
has been appointed a member of the na- 
tional speakers’ bureau of Direct Mail 
Advertising Assn. 

W. P. Stalnaker, vice-president and 
treasurer of Standard of Oregon, has 
been appointed to head the 1947 cancer 
drive there. 

Raymond Olson of Chicago, president 
of Mutual Trust Life, is wearing a very 
infectious smile these ‘days as he reaches 
for a box of cigars saying to a caller, 
“Please take one on my new daughter.” 
This makes a quartette in the Olson 
household—three girls and one boy. 


Wesley H. Becker, St. Louis manager 
of Union Mutual Life, has completed his 
seventh year of perfect records in the 
company’s leading consistent production 
club. He leads all other members with 
a record of 364 consecutive weeks of 
production. ‘ 

Cesare Maraccini of Madera, Calif., 
has been an app-a-week man for Pacific 
Mutual 22 years, Abram L.. Geller, 
Houston, has 18% years of app-a- -week 
production to his credit. R. Earl Den- 
man, Cincinnati, has a 15 year record. 

O. J. Arnold, president of North- 
western National Life and A. Herbert 
Nelson, state manager for Business 
Men’s Assurance, have been named on 
the Minneapolis charter commission. 

O. T. Hogan, president of United of 
Chicago, and his wife left for Miami last 
week, where they will remain for about 
a month. 

W. Howard Cox, president of Union 
Central Life, was the guest of honor at 
the 1947 Cincinnati dinner of Newcomen 
Society of England, which was held in 
celebation of the 80th anniversary of 
Union Central. Mr. Cox is vice-chair- 
man of the Cincinnati committee of the 
society. He was presented by his Union 
Central associates with a replica of an 
ancient Celtic bowl in recognition of his 

15th anniversary as Union Central’s 
chief executive. John J. Rowe, presi- 
dent Fifth-Third Union Trust Co., Cin- 
cinnati, presided at the dinner, which 
was attended by the leading Business 
and professional men of Cincinnati. 

Roy Sheldon of the Russell L. Hoghe 
agency of Equitable Life of Iowa at Los 
Angeles, has just celebrated his 30th an- 
niversary with the company. He was 
the first representative of the company 
in California and later was general agent 
at Los Angeles, but resigned to devote 
full time to personal production. He 
has been a Million Dollar Round Table 
member since 1942 and a life member 
since 1944. 


Paul F. Clark, president of John Hat 
cock Mutual, was subject of a prominenp 
feature story in the Boston “Post.” 4. 

2-column picture was used and _ the 
story was captioned “Insurance Head 
Once Salesman.. Paul F. 
Tradition by Rising from Selling Ranks: 


to Become Hancock President.” It jg 
an excellent characterization of Mr 
Clark. 


Sheldon B. Christenson and William 
K. Rawson, well known Los Angeles life 
men, have formed a new life insurance 
firm to be known as “Associate Under. 
writers.” 

Laurence P. Lindemann has been pro. 
moted to associate manager of the St, 
Louis-North office of Western & South- 
ern Life. 

A. E. Osterheld, general agent for 
Central Life of Iowa at Stoughton, Wis,’ 
has appointed Manley Heisel district 
agent at Janesville. 

John J. Heiser, 49, manager at Lan.’ 
sing, Mich., of Western & Southern 
Life, died of a heart attack while ona 
fishing trip. He took over management 
at Lansing a year ago. 

William Starkey, 74, who retired in 
1935 after 15 years with Metropolitan 
Life, died at Bellingham, Wash.,. after 
an extended illness. 

Fred E. Mockett, 79, former resident 
of Lincoln, Neb., died at Bismarck, Mo. 
When he retired in 1941 he had rounded 
out 50 years as a life agent. He began 
with one of the oldest agencies in the 
city, operated by his father, John H, 
Mockett, Sr., but in later years had 
represented other companies. He was 
one of the organizers and a former of- 
ficer of life underwriters association at 
Lincoln. He had acted as liquidating 
agent for one or more companies under 
appointment by the state insurance di- 
rector. He also had much to do with 
creation of the state game and fish com- 
mission. 

Dr. Mark Wyman Richardson, chief 
examiner of Equitable Society from his 
appointment in 1900 to his retirement in 
1942, died at the age of 79 at Boston, 
Dr. Richardson, a graduate of Harvard 
medical school, examined over 50,000 
people for Equitable. He did pioneer 
work in the control of typhoid fever 
and was active in the public health field, 





———-———_, 








William Urban,’former assistant chief 
of Equitable Society’s voucher section, 
died at the age of 81 after two weeks 
of illness. He was with Equitable from 
1893 to 1939. 


Makes 4-H Club Awards 


The college of agriculture of the Uni- 
versity of Nebraska announces _ that 
awards made by Security Mutual Life 
to 4-H club members include three trips 
to the annual 4-H club week at the uni- 
versity in June and 45 gold medals. Two 
youths received trips, financed by the 
company, to the national 4-H club con- 
gress in Chicago last December. 
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Says Agents’ Social 
Security Status 
May Go to Court 


William Montgomery, president of 
Acacia Mutual, in a letter to THE 
NATIONAL UNDERWRITER expresses the 
opinion that in the end the courts may 
be called on to settle the social security 
status of commission agents who have 
heen made eligible for coverage by the 
Social Security Board, yet are not ac- 
counted employes by their companies. 
Even if the Treasury Department were 


to adopt the broad Social Security 
Board employe definition, he doubts 
whether many companies would ac- 
quiesce. 


Mr. Montgomery says that the strange 
position in which many life agents are 
placed because the Social Security Board 
will recognize them as covered while 
the Treasury Department will not is 
due not to Treasury definition, but to 
the life companies themselves. He 
writes that following passage of the 
social security act, a number of life 
insurance companies made presentations 
to the Treasury in support of their con- 
tention that under the terms of their 
agency contracts, their commission life 
insurance agents were not employed, 
hence were not covered by the act. 
The Treasury adopted the common law 
definition of an employe and since the 
company presentations established 
agents as not within such a definition, 
there was nothing for the Treasury to 
do but to rule such agents independent 
contractors. 

Among the companies which recog- 
nize the employer-employe relationship 
in their contracts are Acacia Mutual, 
State Farm Life, Sun Life of Canada, 
and Security Mutual of New York. 


Acacia a Pioneer 


Acacia Mutual was apparently a pi- 
oneer in this action because, according 
to Mr. Montgomery, on August 1, 1944, 
by voluntary agreement with its full 
time ordinary agents, the company 
amended its contract to provide the em- 
ploye relationship. Practically all of the 
ordinary agents agreed to the change at 
this time and both the company and 
agents commenced the payment of social 
security taxes. All full time ordinary 
agents employed since then have paid 
these taxes, Mr. Montgomery says. He 
states that since then at least three 
other companies have followed Acacia’s 
lead and that in each instance, the 
method of changing the contractual 
relationship was that originated by this 
company and shared with others. 

Security Mutual has just done so and 
an interesting question is whether more 
will follow the lead of the handful 
which have so far qualified their agents. 
Such qualification is accomplished by 
inclusion in the contract of an agree- 
ment between company and agent that 
the agent is an employe. If the contract 
specifically provides for the employe- 
employer relationship, the Treasury rec- 
ognizes that coverage is established. No 
specific “ruling” is necessary, but all 
“enploye” companies have apparently 
consulted the Treasury before drawing 
up the contracts. 

Several of the so-called “employe” 
companies offer two contracts, one for 
employes, one for independent con- 
tractors, though the option is often ex- 
tended to only those agents under con- 
tract at the time the employe contract 
was adopted. With the employe con- 
tract usually go such stipulations as 
guarantees by the agent to make a cer- 
tain number of calls each week and to 
submit a detailed weekly report. Older 
hands are often hesitant about submit- 
ting to this discipline. 


Social security taxes are withheld 


| from agent’s earnings on the local level. 


Actual taxes are remitted from the home 
offices which makes for some additional 
clerical detail. Employe-agents are sub- 
Ject to withholding taxes and eligible 
for unemployment insurance. 





Wash. Code Passes 
Senate After Battle 


SEATTLE—The Washington Sen- 
ate by a vote of 44 to 0 passed the 
insurance code bill after a 2%4 hour floor 
battle. 

An attempted filibuster by leaders of 
the “futile 15”, left wing minority, ended 
suddenly after an ultimatum was served 
on the dissenters that if they continued 
their tactics an amendment to permit 
the insurance commissioner to recog- 
nize contingent liability of assessment 
mutual life policyholders would be 
stricken from the bill. 

The fight on the floor stemmed from 
a move by Federal Old Line Life of 
Seattle, to requife the commissioner to 
recognize as an asset the contingent 
liability of policyholders. Two special 
hearings had been held before the joint 
insurance committees and it was thought 
that the company had agreed to a com- 
promise amendment which. gives the 
commissioner discretionary authority to 
allow contingent liability to be carried 
as an asset. After the bill, with the 
compromise amendment had been .re- 
ported out with a unanimous “do pass” 
recommendation, it developed that Fed- 
eral Old Line was insistent that the 
discretionary feature be deleted. 


Filibuster Action 


The fight on the floor stemmed from 
the amendment, rather it took the form 
of a filibuster, led by Senator Rosellini, 
who at one time was attorney for Fed- 
eral Old Line. 

At the evening session Senator V. R. 
Lee, who introduced the bill presented 
a number of committee amendments, 
principally four major changes. 

A number of amendments were pre- 
sented, each accompanied by speeches 
from the floor. Each amendment was 
promptly tabled by the conservative 
majority. The battle waxed hottest when 
Senator Beck demanded that the entire 
bill, numbering 195 pages, be read. 

The tedious task was undertaken and 
about 10 minutes later, a recess was 
called. The reading was then continued. 

One of the final amendments deleted 
the provision making the office of in- 
surance commissioner “nonpartisan.” 


The present practice of having each ma- 
jor party nominate a candidate is be- 
ing continued. Still another amendment 
raises the salary of the commissioner 
from $6,500 to $7,500 

Washington Bar Assn. was successful 
in securing amendment of the adjust- 
ers’ licensing section. Lawyers who 
from time to time handle a claim or 
loss adjustment for an insurance com- 
pany are exempt from the requirement 
to secure an adjuster’s license. 

A compromise amendment to permit 
an assessment mutual life insurance 
company to list as an asset contingent 
liability of policyholders, subject to ap- 
proval by the commissioner, is another 
important amendment agreed to by the 
joint senate and house insurance com- 
mittees. 


Doctors War Against 
Cal. Compulsory Bill 


SAN FRANCISCO—The California 
Medical Assn., through Dr. S. L. Mc- 
Clendon, its president, has launched an 
attack at Governor Warren’s new and 
revamped compulsory health insurance 
bill now before the legislature. 

Dr. McClendon called the measure 
“cruelly misleading, medically dangerous 
and economically unsound.” He said it 
plans a system of “politically controlled 
socialized medicine,” it provides that the 
State Health Authority, which it 
creates would have the power to prac- 
tically control all actions of doctors and 
hospitals, and the power to establish 
medical fees and hospital rates. 

The bills (identical measures have 
been introduced in both houses) em- 
brace a system of politically controlled 
socialized medicine financed by an in- 
adequate 2% employer-employe payroll 
tax deduction which could only result in 
bankruptcy for the doctors and hospi- 
tals, or in a state deficit running into 
many millions of dollars, Dr. McClen- 
don charged. Promised hospital care 
upto 100 days for each illness would 
be physically impossible to provide for 
many years to come, in view of the 
state’s critical shortage of hospital beds, 
he said. 

Persons desperately ill and needing 


hospitalization would find hospitals 
jammed with patients with minor ail- 
ments or injuries, since only through 
hospitalization could the beneficiaries 
establish a claim. Office and home calls 
of the doctor would be permitted only 
after hospitalization. 

Enactment of the bills would be a 
death blow to California Physicians 
Service with more than 400,000 mem- 
bers, and Blue Cross hospital plan with 
some 650,000 members, as the acts make 
no provision for recognition of medical 
and hospital service plans under the 
state system, Dr. McClendon said. Vol- 
untary health insurance indemnity sys- 
tems, maintained by insurance com- 
panies or employers, theoretically, 
would have the right to continue in 
business, but the state bureau would 
have the power of life or death over 
each insurance plan, he added. 

State and local taxes would be in- 
creased because payment of. half the 
premiums under the compulsory system 
would be a government liability in the 
case of public employes. 

More than 1 million war veterans 
would be taxed arbitrarily as benefici- 
aries, despite the fact they are already 
entitled to federal government hospital- 
ization, and receive free treatment for 
war-connected disabilities, not requiring 
hospitalization, from California Physi- 
cians Service under contract with vet- 
erans administration. The bills permit 
no exemption for veterans, Dr. McClen- 
don asserted. 


Palmer Speaks at Peoria 


Speaking before the Optimists Club at 
Peoria, H. Bruce Palmer, superintend- 
ent of agencies for Mutual Benefit Life, 
hailed development of company union 
plans as the best solution to amicable 
settlement of labor-management prob- 


lems. Chairman of the meeting was 
Norman. E. Anderson, local Mutual 
Benefit general agent. Mr. Palmer 


maintained that there is too little desire 
on the part of the business man to solve 
within his own organization problems 
which have caused difference between 
labor and management. 
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Tour Wis. to Build 
Up Interest in 
N. A. L. U. Meeting 


MILWAUKEE-—A caravan of six of- 
ficers and directors of the Wisconsin 
Assn. of Life Underwriters is making 
a tour of the 11 local associations 
throughout the state in connection with 
publicizing and creating interest in the 
mid-year meeting of the N.A.L.U. in 
Milwaukee March 11-14. 

Making up the itinerant group are 
R. M. Vetter, Madison, chairman of the 
Wisconsin voluntary caravan committee; 
Richard A. Imig, Sheboygan, state presi- 
dent; Garold Pettengill, Beloit, state 


secretary; Bissell A. Bradley, Wausau, 
state treasurer; Frank McNamara, Wau- 
sau, state director and chairman of the 
veterans affairs committee, and William 
Zeinemann, Sheboygan, state director. 

The cities visited this week and last, 
and the local presidents who will form 
the state reception committee at the 
N.A.L.U. mid-year, are: 

Eal Claire, Chippewa Valley, George 
D. Holgate; Appleton, Fox River Val- 
ley, J. Bon Davis; Madison, R. M. Vet- 
ter; Manitowoc, Joseph Wolff; Green 
Bay, Northeastern, Clarence Nault; Ra- 
cine, Racine-Kenosha, H. F. Gauchel; 
Beloit, Southern Wisconsin, R. L. 
Joiner; Sheboygan, N. C. Landgraf; 
Waukesha, Edward Hall; Wausau, Wis- 
consin Valley, Jerome Gillett, Jr., and 
Milwaukee, A. Jack Nussbaum. 





THE PELICAN, 


LIFE 





we learn, ‘has won 


another top award among life insurance 
field publications. That is almost as 
gratifying as the reports from Mutual Benefit 
fieldmen that THE PELICAN, in its forty-third 
year of publication, continues to inspire and 
aid them in the daily work of bringing 


Mutual Benefit service to their clients. 


™ Mutual Benefit 


INSURANCE COMPANY 


Newark, New Jersey 











GENERAL AGENCY OPPORTUNITIES 


Victory Mutual Life's new business in 1946 increased 19/2 percent over 1945. 
Company has general agencies open for Dayton, Springfield and Youngs- 
town, Ohio; Rochester and Troy, New York and East St. Louis in Mlinois. 
Liberal contracts for qualified men. Write 


G. W. Jones, V. P. 

Victory Mutual Life Insurance Company 
2340 Eighth Avenue 
New York 27, N. Y. 











Ackerman Reviews Market 
Changes for Newark Group 


A survey of market and competitive 
changes occurring today, and some prac- 
tical suggestions on what life under- 
writers can do about them was pre- 
sented by L. J. Ackerman, dean of busi- 
ness school of the University of Con- 
necticut, at a meeting last week of the 
Northern New Jersey Assn. of Life Un- 
derwriters at Newark. 

Mr. Ackerman said that the “gravy 
train” days are about over and there is 
increased competition coming from in- 
stallment sales. Life insurance is sell- 
ing on the installment basis of estates, 
pensions, or investments, he said, and 
there is going to be arf unprecedented 
drive for all types of instaliment busi- 
ness as competition. 

There will also be competition in the 
securities market. He pointed out that 
trading in stocks so far this year is al- 
most double the volume for the same 
period last year, and an increasing num- 
ber of small buyers are entering the 


market. Even more serious, he said, is 
the lure of foreign investments. New 
business ventures are increasing. The 


family of a man opening a_ business 
should not be asked to take his gamble 
too, some security should be given the 
family to balance that risk. 

There is internal competition from 
the influx of new agents, veterans re- 
turning from the war, and new recruits. 
Mr. Ackerman mentioned that they in- 
creased the number of their full-time 
agents by 23% in 1945, and the 1946 ex- 
pansion was even greater. 

To counteract some of these trends, 
he suggested that long-range market 
planning be used more extensively. He 
said that agents should first cultivate a 
concentrated market, remarking that 
successful producers know the value of 
becoming the insurance man for a given 
firm, school or fraternity group. 

The market should be exposed to an 
analysis of the need within it. The 
broader the need, the sounder the mar- 
ket, he said. It should be tested against 
excess spending power. He observed 
that life insurance is bought only after 
subsistence requirements have been met. 

The market should be examined for 
financial stability. It should be a young 
market and not contracting. 





Johnson Tells Tennesseeans 
Virtues of Bigness 


Because the growth of life insurance 
is a measure of the progress of families 
in building security through voluntary 
thrift, life insurance is a business in 
which bigness is a virtue, Holgar J. 
Johnson, president of the Institute of 
Life Insurance, said ina _ luncheon 
speech before the Life Underwriters 
Assn. of Tennessee at Nashville. 

Life ‘insurance is big only because it 
is made up of the individual life insur- 
ance program of 73,000,000 policyholders 
who, searching for security, have found 
in life insurance one of the most effec- 
tive means of attaining it. The bigness 
disappears, however, when it is realized 
that there are more than 176 million in- 
dividual policies, an average of more 
than five per family, he said. 

“Essential to progress is competition 
and on this score again life insurance 
stands high. There is intensive competi- 
tion between companies and between 
agents in the writing of new policies, in 
the creation of new types of policies and 
new services to meet new family needs 
and in the maintenance of a highly ef- 
fective lifetime service to policyholders 
and their families. There is a high de- 
gree of competition in every other area 
of activity in the business, including 
investments. Every company is seeking 
constantly to lead in the most effective 
placement of its. funds from the triple 
viewpoint of safety, earnings and service 
to the community, Mr. Johnson declared. 

The bigness of life insurance assets 
does not represent a large fund invested 
in some remote place; those assets are at 
work in every community of the nation, 


directly reflecting the accumulated funds 
of the policyholders of each community, 





Cincinnati Sales Rodeo 
Scheduled for March 21 


CINCINNATI — The annual sales 
rodeo of the Cincinnati Association wil] 
be held March 21 and is expected to 
draw 400. Speakers include Verlin Har- 
rold, general agent Lincoln National, 
Fort Wayne; Eric Sleith, assistant di- 
rector of industrial agencies Common- 
wealth Life; Howard Cammack, genera] 
agent John Hancock, Charleston, W. 
Va.; H. R. Hill, manager Life of Vir- 
ginia, Richmond, and J. H. Head, at- 
torney, and Maynard Conklin, trust of- 
ficer Fifth-Third Union Trust Co., Cin- 
cinnati. L. B. Perin, assistant manager 
Fidelity Mutual, president, will preside, 
Door prizes include a radio, toaster, 
opening game baseball tickets, and elec: 
tric iron. 

Speaking on “What’s Ahead in 1947,” 
R. C, Cosgrove, general manager of the 
Crosley division of Aviation Corp., said 
the year would be a good one for busi- 
ness provided certain obstacles could be 
overcome. He listed these as a reversal 
in the upward trend of prices of hard 
goods, removal of government controls, 
stabilization of labor and reduction of 
taxes in the top income brackets and on 
corporations. 

The association will hold its annual 
outing and golf tournament June 20 at 
Kenwood Country Club. 


Northern California Caravan 
Opens at Sacramento 


The Northern California caravan of 
the California Assn. of Life Underwrit- 
ers, under the direction of H. N. Lyon, 
Fidelity Mutual, San Francisco, will 
hold its first meeting at Stockton, Feb, 
28, followed by a meeting at Sacramento 
the next day. Other dates are: March 
15, Fresno; March 21, San Jose; March 
29, Chico; April 12, Reno. 

Members of the caravan are James M. 
Hamill, Equitable Society, president 
California association, who speaks on 
“Association Activities’; Stanley B. 
Brooks, Guardian Life, “What a Life”; 
Allen E. Weimer, Metropolitan Life, 
Oakland, “Family Income Specialist”; 
W. R. Massingale, Fidelity Mutual, 
“Hoist the Jib Halliard’—a discussion 
on GI insurance; Robert E. Dye, New 
York Life, Oakland, “Peace—It’s Won- 





derful”; George Mortensen, Equitable 
Society, Oakland, “Modern Program- 
ming.” 





Worry, Boredom Cause 
Failure, Ben Williams Says 


ST. LOUIS—Any personal producer 
who will do what ought to be done when 
it ought to be done, whether he likes it 
or not, will get along and go places in 
insurance, Ben H. Williams, superinten- 
dent of agencies central division of Mu- 
tual Life, declared in his address on 
“The Guy in the Glass” at a joint lunch- 
eon meeting of the Life Underwriters 
Assn. of St. Louis and Accident & 
Health Underwiters of St. Louis. 

He said there are too many agents 
bidding against each other, and that as 
a result the price of success in the busi- 
ness is much higher than it should be. 

He contended that men do not fail in 
insurance through any failure in their 
prospecting methods, the approach or 
the way they close a sale but because of 
boredom with their job, or worrying 
about their finances. He said boredom 
and worry eat up more of the physical 
ey of a producer than anything 
else. 


S. F. Round Table to Hold 
Annual Dinner March 7 


SAN FRANCISCO—The Quarter 
Million Dollar Round Table, which will 
hold its annual dinner March %, fol- 
lowed by a round table discussion, has 
had a membership increase of 20 despite 
withdrawal of those formerly associated 
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———— 
from the Oakland side of San Francisco 
Bay, and total membership now is 55. 
q, Washington Dodge, Mutual Life, is 
president. 

The annual election of officers will 
pe held March 13. 

Mr. Dodge reported in a bulletin that 
the 35 old members produced an aver- 
age of $697,345 new paid business last 
year for average premiums of $23,181. 
ynd the 20 new members produced an 
yverage volume of $326,128 and aver- 
age premiums of $11,133. 


Seattle Assn. Adopts NSLI 


Termination Resolution 


Directors of the Seattle Life Under- 

writers have adopted a resolution favor- 
ing legislation amending the National 
Service Life Insurance act to restrict 
penefits to individuals having policies 
giready in effect and to those eligible 
for such benefits by virtue of past 
service. 

Persons in armed forces on and after 
the date of such an amendment should 
not be eligible to apply for NSLI ex- 
cept on the basis of service prior to the 
terminal date fixed therein. 


Woman Round Table 
Member in Washington 


SPOKANE—For the first time in the 
history of the Washington State Quar- 
ter Million Dollar Round Table, a 
woman has become a member. Alta M. 
Sullivan, Mutual Life’s, Spokane branch, 
qualified by writing 59 cases totaling 
$282,828. 

William M. Cowley, Prudential, has 
taken over the duties of treasurer, suc- 
ceeding A. Linus Pearson, who left to 
assume a position with Northern Life in 
the middle west. 


Sustaining Membership Drive 

An effort is being made to sell sus- 
taining memberships in Ohio Assn. of 
Life Underwriters at $10 each so as to 
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M. F. Emerson 
of 
Spring Valley, Wis.— 
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14th of February. 
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make the organization self-supporting 
and independent of other organizations, 
and to undertake a program of superior 
service. The solicitation is being made 
by the finance and budget committee 
headed by Francis P. White. 


List Notable Speakers 
for New Orleans Congress 


The 1947 sales congress of the New 
Orleans Assn. of Life Underwriters will 
be held March 3. Seth W. Ryan, Guar- 
dian Life, sales congress chairman and 
vice-president of the association, will 
preside at the morning session. Charles 
G. Coyle, Aetna Life, president of the 
association, will have charge in the aft- 
ernoon. 

Speakers are: Theo. M. Green, Mas- 
sachusetts Mutual, Oklahoma City, “For 
Sale—Food, Clothing and Shelter;” J. P. 
Byrne, training supervisor Life & Cas- 
ualty, “Improved Selling Technique;” 
John A. Witherspoon, vice-president and 
director of agencies of Volunteer State 
Life, “What Makes Them  Buy;” 
Charles J. Zimmerman, director of com- 
pany relations of L.I.A.M.A., subject to 
be announced. 

Philip B. Hobbs, N.A.L.U.  presi- 
dent, addressed the New Orleans asso- 
ciation last week. 


Two Washington Rallies 


Combining post-meeting open forums 
and a program designed to unify state 
association objectives, the Seattle Life 
Underwriters Assn. conducted meetings 
at Everett and Bellingham. 

Clarence L. Hagstrom, Massachusetts 
Mutual, Seattle, state resident, spoke 
on “State Association Activities for Un- 
derwriters,” and Robert G. Jones, Na- 
tional of Vermont, Seattle, on “Sales 
Ideas from the National Cleveland Con- 
vention.” 

Ernest E. Ray, Penn Mutual, Everett, 
was in charge of the arrangements com- 
mittee there, and Randall Payne, Metro- 
politan, at Bellingham. 


Cleveland—Mrs. Marion Eberly, Insti- 
tute of Life Insurance, will address the 
women’s group at a luncheon March 6 
to which Cleveland agency heads are in- 
vited. 


Syracuse—Fred H. White, Connecticut 
Mutual and president Buffalo association, 
spoke on “How I Licked Prospecting.” 


Decatur, Ill.—Horce R., Smith, Purdue 
marketing course head, is addressing a 
luncheon meeting here Friday. 


Niagara Falls, Ont.—At the February 
meeting, President Russ Walker and 
Vice-president Jack Scott reported on 
the annual meeting at Toronto. An invi- 
tation was extended by Fred Darker to 
visit the Niagara Falls, N. Y., association 
March 12. 

Bronxville, N. Y¥.—J. P. Fordyce, presi- 
dent of Manhattan Life, stressed the 
agent’s responsibility to the existing 
policyholders as well as his obligation 


to his prospective policyholder in ad- 
dressing a luncheon meeting of the 
Westchester county association. Charles 


A. Egenolf, president, presided and An- 


drew P. Long, Manhattan Life general 
agent at Mount Vernon, introduced Mr. 
Fordyce. 


Peoria—Importance of including a hu- 
man interest feature in life insurance 
sales talks was stressed by V. J. Har- 
rold, general agent Lincoln National Life, 
at a luncheon meeting. 


“Too often 
many corners on his sales approach,” 
the speaker said, “he leaves only the 
technical, mathematical details, which 
are not interesting to the prospect.” 


Also in Peoria to attend the meeting 
from Lincoln National home office, and 
to participate in a sales conference at 
the Peoria agency, was W. C. Brudi, su- 
perintendent of agencies, E. R. Small, 
agency manager here of Lincoln Na- 
tional, introduced the speaker. 


the salesman cuts so 


Boston—With the more definite trend 
toward rational buying, high pressure 
selling with heavy emotional appeals 
designed to drive the prospect into buy- 
ing is likely to increase resistance, Ed- 
ward C. Bursk, professor of marketing 
and advanced management, Harvard 
School of Business Administration, told 


a luncheon meeting. “On the other hand, 
low pressure selling, in which the pros- 
pect to all intents and purposes is al- 
lowed to reach the buying decision un- 
der his own power, and principally 
through a rational process of thought, 
is much more likely to be effective.” 

Washington—Nominations for directors 
were in order at the monthly meeting of 
the District of Columbia Life association, 
in addition to an address by President 
Phillip Hobbs of the National association. 

Kansas City—wWill F. Noble, general 
agent of New England Mutual at Omaha, 
spoke on “Life Insurance is Good Prop- 
erty.” 

Portland, Ore.—Leon Gilbert Simon, 
Equitable Society, New York, addressed 
a special luncheon meeting on business 


insurance. He described the great pos- 
sibilities of using life insurance as a 
means of protecting business against 


death of a partner or key executive. 

Richmond—Phillip B. Hobbs, N.A.L.U., 
president, spoke at a luncheon Feb. 26 on 
“The Outlook for 1947.” 

Harrisburg—Karl H. Kreder, Metro- 
politan Life, Allentown, spoke on “Shep- 
herds of Security.” Harry Hunt and Her- 
bert Smith were elected directors to fill 
unexpired terms. 

San Jose, Cal.—Samuel W. Coombs, 
associate manager of Equitable Society 
in Oakland, talked on “Business Insur- 


ance, Agreements and Taxes.” He 
stressed the importance of having the 
proper agreement drawn and also the 


competent assistance of an attorney and 
trust officer. 

It was announced the sales congress 
for northern California would be held 
in San Jose March 21. 

Columbus, O0.—Edward M. LeGendre, 
assistant director of insurance service 
of veterans administration, and Wayne 
W. Putnam, manager Columbus field 
office, discussed recent changes in Na- 
tional Service Life Insurance and new 
provisions under the social security act. 

South Bend, Ind.—Horace R. Smith, 
director of the life}insurance marketing 
institute at Purdue University, spoke on 
“Organizing for Increased Production in 
1947.” 

Hartford—wMitchell M. Rosser, Million 
Dollar Round Table member from the 
Boston agency of Phoenix Mutual, spoke 
on “Angle Irons.” 

Wausau, Wis.—Clayton J. Crooks, at- 
torney, spoke on “Wills as They Affect 
Life Insurance and Life Underwriting” 
at a luncheon meeting of the Wisconsin 
Valley association. 


Appleton, Wis.—Dr. Louis Warren, 
director of the Lincoln Foundation, spon- 
sored by Lincoln National Life, spoke on 
“Abraham Lincoln” at a dinner meeting 
of the Fox River Valley association. 


Waterbury, Conn.—Richard N. Ford 
of L.I.A.M.A., told the story of the na- 
tional quality award at a luncheon 
meeting Feb. 20, and described how 
agents can qualify. 

Mr. Ford, assistant director of publi- 
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HERE IS AN OPPORTUNITY 


to have your own Agency and at the same time 
enjoy the many additional advantages of offer- 
ing a COMPLETE line of protection to your clients. 
Accident, Health and Hospitalization forms, 
when added to an excellent series of Life Policies, 
are powerful aids to new appointees. 

Managerial opportunities for qualified men are 
now available in the newly-opened states of 


ILLINOIS, INDIANA, MICHIGAN and OHIO. 


* 


Please direct inquiries to 
A. LINUS PEARSON 


ASSISTANT VICE PRESIDENT 


176 W. Adams, Chicago 3 


* 


NORTHERN LIFE 
INSURANCE CO. 


SEATTLE, WASHINGTON 


Established 1906 


D. M. MORGAN, President 
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of applications predicts that 1947 will be Life Insurance’ was discussed by Wil- San Antonio—The women’s division had guest of honor. Several out of town lif, Las' 
a banner year. liam E. Kendall of Syracuse University. as guests the out of city women who were Men aero : egg pe: Bove —_ leader 
Green Bay, Wis.—At a luncheon meet- : ich.—E attending the San Antonio session of announce 1a BO SEROCIAUS ee in. i 
ing of the Northeastern Wisconsin as- Bao nos Ne Are ae aa eee: the Tri-City Sales Congress, and heard creased from 10 to 22 members in its He 
sociati ie, “S ea eiiier ty See ee ee boa Bie a talk by Gladys Brockus, California- first four months. throug 
sociation the movie, “Search for Security,” <noke on “Selling Today for Tomorrow. a; y ; , * : 
was shown. John B, Ames, Lincoln National, Detroit, Western States Life, Corpus Christi, who St. Louis—Ashley Papin, John Hap, g4ucllo 


Roanoke, Va.—Horace F. Sharp, New 
England Mutual, Richmond, president 
Virginia association, spoke. He was ac- 
companied by Fred H. Bunnell, Atlantic 
Life, past president of the Richmond 
association. 

Seattle—Modern selling methods and 
pointers on business insurance were out- 
lined by Leon Gilbert Simon, Equitable 


president of the state association, spoke 
on projects of state and national or- 
ganizations. 

Lawrence, Kan.—Raymond T. Wright, 
Provident Mutual, Million Dollar Round 
Table member spoke. Plans were an- 
nounced for showing the film, “The 
Search for Security,” before school and 
service club groups and distribution of 
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career life underwriters. 


HOME OFFICE 


A THREE-FOLD 
RESPONSIBILITY 


Today’s career life underwriters are faced with a 
three-fold responsibility. 


1. To bring to as many American homes as 
possible the benefits of adequate life insurance 


2. To cooperate as a part of the institution of 
life insurance to combat inflationary talk and 


3. To counsel] with all war veterans and urge 
that they retain their National Service Life in- 


Upon the execution of this three-fold responsi- 
bility today depends, to a great extent, the 
prestige and increased usefulness of tomorrow’s 


Equitable Life of lowa 
Founded 1867 


DES MOINES 








within the past fifteen years. 








Another Year of Marked Progress 


1946 was another year showing excellent gains and substantial 
progress for Atlantic Life. New business amounted to $22,276,303, 
a 43% gain over 1945. Insurance in force totaled $174,054,177, 
increasing by more than 13 millions over the previous year. The 
Company's average size policy was higher than at any other time 


Announcement of a new Pension and Group Insurance plan means 
increasmg opportunity for Atlantic Life representatives in 1947 
and the years ahead. This, together with the Company’s salary 
and incentive commission plan of operation, offers a real oppor- 
tunity for the career Life Underwriter. 


ATLANTIC LIFE 
INSURANCE COMPANY 


Organized 1899—Richmond, Virginia 


Directing the Way toward Financial Security 
since the Turn of the Century 








produced $1 million of business in 1946. 

Dodge City, Kan.—Justin Fortune, 
Kansas City Life, discussed the C. L. U. 
program. Dennis Lardner, Kansas Em- 
ployment Service, talked on the employ- 
ment program in Kansas. 
recently to continue the radio advertis- 
ing program for another year. 


It was voted 


cock, membership chairman, reported g also h 
total of 392 paid members, including 195 accide! 
new members, and 134 who have nig He 
yet renewed. A goal of 600 paid mem. Health 
bers by July has been set. St. Louis Eme 
agencies have 100% membership, Ng.§. { 
tional Life & Accident’s No. 1, North. con 








LIFE AGENCY CHANGES 


western Mutual and Occidental. 
N. I 





P. W. Schenck, Jr. 
Provident Mutual 
General Agent 


Provident Mutual Life has named 
Paul W. Schenck, Jr., as general agent 
in partnership with his father, Paul W. 
Schenck at Greensboro. 

In 1912 Paul W. Schenck opened the 
first office of the company in North Car- 





P. W. Schenck 


P. W. Schenck, Jr. 


olina. Last year the agency attained in- 
surance in force of over $20 million and 
wrote $2 million in new life insurance, 
a substantial gain over 1945. It is the 
company’s largest southern agency. 

Mr. Schenck, Jr., like his father, at- 
tended the University of North Caro- 
lina. In 1945 and in 1946 he attained 
membership in the company’s top-flight 
agents’ group, the Provident Mutual 
Round Table. 


Howard Boston G. A. 
for Fidelity Mutual 


Lawrence L. Howard has been ap- 
pointed general agent for Fidelity Mu- 
tual Life at Boston, with offices in the 





LAWRENCE L. HOWARD 


Chamber of Commerce building. Ger- 
ald M. Doherty, former general agent, 
will engage in personal production and 
will serve as associate general agent. 
Mr. Howard is president of the Gen- 
eral Agents & Managers Assn. of Bos- 
ton, a former director of the Boston 
Life Underwriters Assn, and former 


ee 


president of the C.L.U. chapter there 


Tw 


He entered life insurance in 1934 gg New 
sales promotion manager for Columbian §Roswe 
National. mer Bi 
Sees Te and =V 

= manag 

Krauel and Smith | [iiv: 
Mr. | 

immedi 


Take Over Agency 


LOS ANGELES—A. C. Krauel, di. 
rector of sales of the Paschal-Gist gep- 
eral agency, and 
Jens Smith, man- 
ager of agencies of 
Pacific Mutual 
Life, have been 
named general 
agents and will 
succeed the late 
Wooster Gist as 
head of the agency, 
which was opened 
many years ago by 
the late John New- 











ton Russell. The 
agency will be 
known as_ the 
Krauel - Smith Jens Smith’ Brears w 
agency. Was age 


Mr. Krauel went with the company§of Lath 
in 1936 as an agent in the agency he 
now heads, and in 1942 was made diret-§puffalo 
tor of sales. 

Mr. Smith joined Pacific Mutual infgpotan: 
1910, as cashier in one of the Chicagofattachec 
general agencies. He was appointedfy whe 
traveling agency auditor in 1913, andfagency 
was a general agent in Chicago fromfiome of 
1916 to 1919, when his agency was 
merged with the branch office, with 
which he remained affiliated until latePrude 
in 1931. Then he was called to the 
home office as manager of agencies. 


Philpott Federal’s 
St. Louis Manager 


ST. LOUIS—Frank R. Philpott hahistrict 
become manager of Federal Life het&bperate 
succeeding Carlos Harrison, who re§ 
signed to become a unit manager in the 
home office agency of General Ameri 
can ‘Life. 

Mr. Philpott, who held a one-third 
interest in the corporation holding the} 
local general agency contract with}. 
Columbian National Life, has sold his 
interest in that agency to his forme 
partners. ‘ 

Before joining Columbian Nationa James 
about three years ago, Mr. Philpott wapst@nt ¢ 
general agent for Monarch Life hi 
for some 14 years and had record 
consistent gains. With Columbian Ne 
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lle, S. ¢ 

Opportunity for experienced | ™r. Su 

Group man! Eety o! 
Take complete charge of the sale r 

promotion of all lines of group and aflimes-H. 


nuities, including group permanent, Mr capac 
a large eastern company. al. 
Territory includes 24 northeastern Oli 
counties, with headquarters at Clevel 
Guaranteed salary with incentive 
tract. 

Write Box K-65, The National U 
writer, 175 W. Jackson Blvd., Chicago 
Ill. Inquiries treated confidential. 
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tional he was top personal producer in 
the agency for 33 months and most of 
the time was the company’s national 
jeader. ; 

Last year the agency was national 
leader in Columbian National. 

He led all the company’s agents 
throughout the country in personal pro- 
duction of life insurance in 1944. He 
qiso has been a leader in production of 
accident and health insurance. 

He is past president Accident & 
Health Underwriters of St. Louis. 

Emery Huff, superintendent of agen- 





"Boies of Federal Life, was here Monday 


to confer with Mr. Philpott. 


N. E. Mutual Names 
Two General Agents 


New England Mutual has designated 
Roswell W. Corwin, manager of the for- 
mer Baldwin agency in New York City, 
and William L. Wadsworth, agency 
manager in Buffalo, general agents, ef- 
fective March 1. 

Mr. Corwin, who entered the business 
immediately after graduating from La- 














w. L. Wadsworth 





R. W. Corwin 
layette College in 1925, joined New 
England Mutual in 1932 and in three 


years was made agency supervisor. He 
was agency manager following the death 
of Lathrop E. Baldwin in 1945. 

Mr. Wadsworth has been directing the 
Buffalo office for six months, following 
(. A. Hinkley’s retirement. With New 
England Mutual for 30 years, he was 
attached to the Boston-Summers agen- 
cy, where he was a leading producer and 
agency supervisor before joining the 
home office staff as field supervisor. 





Prudential Opens District 
Agency at Morristown 


In Morristown, N. J., Prudential has 
opened a district office. Located in the 
fate Square building, Harry H. Win- 
gate is district manager. Four assistant 
istrict managers and 31.agents have 
been assigned Mr. Wingate. An assistant 
istrict manager and eight agents will 
bperate from detached offices in Wash- 
J., and Clinton. , 

The new manager has been associ- 





“Bted with Prudential for 20 years. After 


krving as an agent and an assistant dis- 


uct: manager for four years at Bridge- 





with” che was transferred as assistant 

old hisg’Sttict manager to Pitman and later to 

Sorte Salem. He was advanced to a district 
anager at Dover in 1939. 

ationall. James N. Sullivan, who has been as- 

ott wall istant district manager of the No. 1 

fe hh listrict office in Washington, D. C., has 

ecordedpees Promoted to district manager at 

an Negew Orleans. He replaces George H. 
ieee who has transferred to Green- 
€ 

ced | Mr. Sullivan graduated from the Uni- 
trsity of Dayton in 1931. He was with 
he “W ashington Post” as supervisor of 

tle aiitculation and with the “Washington 

und @#limes-Herald” for five years in a simi- 

ent, capacity. In 1939 he joined Pruden- 
hal, 

n Obi 

welam@argo with Meeker-Magner 

7e 


Und 
cago 





€. A. Fargo has resigned as special 
tpresentative of the brokerage depart- 
ment of the Hunken agency of Con- 
ecticut Mutual in Chicago to go with 
he accident and health department of 


the Meeker-Magner Co. general insur- 
ance agency there. He has had 10 years’ 
insurance experience, being brokerage 
manager of Occidental Life there before 
going with General Agent Hunken. He 
will assist brokers and agents in his 
new post with their life and A. & H. 
problems. 





Conservative Life Opens 
Up in Tex.; Hancock Named 


Conservative Life of Wheeling, W. 
Va., which was purchased last June by 
a group of Dallas men, is now estab- 
lishing general agencies in Texas, hav- 
ing been recently licensed in that state. 

A branch has been opened in the Kir- 
by building, Dallas, with J. D. Hancock, 
Jr., as home office representative for 
Texas. Principal owners of Conservative 
Life are Dallas Rupe & Son, Dallas in- 
vestment bankers, and Rogers Lacy, 
Dallas and Longview oil capitalist. Dr. 
Frank K. Rader is president. 

Mr. Hancock was formerly connected 
with Dallas Rupe & Son. He graduated 
in the school of business of Southern 
Methodist University, and got his mas- 
ter’s degree at Harvard in 1937. 
was in charge of the San Antonio sales 
office of Continental Supply Co., 
later was general supervisor of schedules 
with North American Aviation Co. He 
joined Dallas Rupe & Son last year. 


Franklin Life Moves 





in Southern California 


Jay C. Carlisle has been named gen- 
eral agent in North Hollywood for 
Franklin Life. He has been with Pacific 
Mutual in Los Angeles. 

The Pugh-Dudgeon agency has been 
appointed general agent in Los Angeles. 
Richard O. Pugh has for 17 years rep- 
resented the Sun Life of Canada in Los 
Angeles. Edward C. Dudgeon was for 
18 years with the agency department of 
Sun Life of Canada and, prior to enter- 
ing the Canadian army, served as assist- 
ant superintendent of agencies in charge 
of western United States. Since dis- 
charge, he has represented Sun in Los 
Angeles. 

J. W. Bucklin, general manager of 

Valley Insurance Service, has been ap- 
pointed general agent in Fresno. 





John Hancock Makes Several 
Shifts in New England 


Edward H. Duffy, now regional man- 
ager of John Hancock for northern New 
England, will become district manager 
at Brockton, Mass., for the company, 
succeeding Frank J. Gildea, who will re- 
tire under the company’s pension plan. 

George B. Thompson, Jr., now district 


manager at Worcester, Mass., has be- 
come regional manager for northern 
New England. He is succeeded at 
Worcester by Bernard J. O'Donnell. 


Since his return from service he has been 
acting district manager at Brooklyn dur- 
ing the illness of District Manager Parr, 
who has now returned to resume his du- 
ties. 

Sylvan F. Weill, assistant 
manager at Hempstead, N. Y., 
come district manager at Columbus, 


district 
will be- 


O. 





Norton L. A. Group Manager 


Hal C. Norton has been appointed 
district manager of the group sales divi- 
sion of Sun Life of Canada at Los An- 
geles. 

He started with aaa Life in Portland, 


Bostan ‘Raion, to Meet 


The Actuaries Club of Boston, of 
which Harold R. Lawson is chairman, 
will meet March 7 to discuss these top- 
ics: (1) Summary of mortality experi- 
ence and new business: (2) group insur- 
ance; (3) standard valuation and non- 
forfeiture laws; (4) agents’ pensions and 
group insurance; (5) compulsory acci- 
dent and sickness insurance; (6) com- 
pany practices with respect to lapsed 
policies; (7) substandard life insurance 
under the new laws. 




























































in 1946, has just completed the com- 
pany’s “career school” and in his first 
nine months qualified for the bronze but- 
ton. 


Move Crosthwaite to N. M. 


Security Life & Accident has appoint- 
ed W. N. Crosthwaite manager at Por- 
tales, N. M. He was transferred from 
Abilene, Tex. 


Named Frankfort, Ind., Manager 


Ralph B. Proud has been named 
Frankfort, Ind., manager of Western & 


Ore., 17 years ago, and later was at Seat- 
tle, Minneapolis, Detroit, Cleveland, Cin- 
cinnati and Philadephia. He entered 
service in 1944 and on his discharge, 
following a short rest, was transferred to 
Los Angeles. 








Jack Latfer Supervisor 


Jack Laffer, son of Henry W. Laffer, 
Wichita general agent of Northwestern 
Mutual, has been appointed agency su- 
pervisor of the western Kansas general 
agency. He joined the agency following 
his discharge from the army air corps 
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The American Home 
Citadel of Democracy 


Some years ago, there was a total lack of emphasis on 
Now, like flood 


waters, the acute housing shortage has reached a peak 


the building or purchase of a home. 


and slowly, ever so slowly, it will subside. The dearth of 
dwellings has made every American home conscious. They 
are mindful of the need for adequate home protection and 


want to see their stake in the future safe-guarded. 


The Ohio National was aware that American home 
owners needed mortgage insurance. Company actuaries 
conceived, and put into operation, the now universally 
popular Home Protection Plan. The plan has proved 
itself a success in every corner of our land. It guarantees 
full payment of the mortgage in the event of the owner’s 
death and will make a happy home life possible for many 


widows and their children. 





This is an example of how The Ohio National institutes 
the type of plan that is most beneficial to American 


citizenry. 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 
CINCINNATI, OHIO T. W. APPLEBY, PRESIDENT 





THE OHIO NATIONAL 


LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 
























SUPERINTENDENT OF AGENCIES 
WANTED 


A VERY UNUSUAL OPPORTUNITY 


Forty year-old midwestern life insurance company has an ex- 
cellent opening for an experienced man capable of assuming 
responsibility as superintendent of agencies. In reply state age 
and experience. Send picture. Strictly confidential. Address 
K-68 c/o The National Underwriter, 175 West Jackson Blvd., Chi- 
cago 4, Ill. 
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Southern Life Co. to succeed R. M. returning from three years in the army, 





King, recently transferred to Vincennes. he led the Oklahoma City agency in 

Mr. Proud was formerly associate man- ordinary production with $355,700. In- 

ager at Terre Haute. cluding group and annuity credits and 
some business he placed outside the 

Callaghan to Sioux Falls Semen his production exceeded $450,- 
000, 


appointed 


Ed Callaghan has _ been 
for North 


manager at Sioux Falls, S. D., 
American Life & Casualty. 


L. M. Klein Okla. Supervisor 


Dickson Named at Seattle 
Aetna Life’s Seattle office has added 

Howard K. Dickson to its group depart- 

ment. He replaces C. R. Igoe, who left 





Lawrence M. Klein has been ap- for Phoenix late in January to become 
pointed supervisor of the Oklahoma manager of the group department there. 
City agency of John Hancock Mutual Waeie LY: 

Life. He is a son of E. L. Klein of s 
Wright Is Durham Manager 


that agency. He started with Reliance 
Life and in 1938 joined John Hancock. 
In 1946, his first full calendar year since 


who has been district 
N;. C., for *fet- 


K. C. Wright, 


manager at Morganton, 


—.. 


ite 


Quality Business. 


3. Bonus on 


P. rsonalized 
ss ciolad Office Service. 


INSURANCE COMPANY. INC. 


ROANOKE VIRGINIA - PAUL C. BUFORD. PRESIDENT 
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vebryary 28, ing Febr’ 
ean a I a OT — SER — 
ferson Standard Life, has been promoted politan at West Frankfort, IIL, sing ager 
to manager at Durham, N. C. He is 1943. His production for the past thre will « 
succeeded at Morganton by W. H. Mc- years has been in excess of $250,000, 
Kinney, formerly special representative was a speaker at the 1945 sales congre La 
t Asheville. of the Peoria Life Underwriters Agg 
McLellan to Seattle Kovach to Franklin in Pa. Ag 
Hubert McLellan, who has been in A. J. Kovach has been appoint, Ot 
Los Angeles for some time as a manager (istrict manager in the eastern Penny, 
of Metropolitan Life, has been named vania division of Franklin Life wit agen¢ 
manager at Seattle. headquarters at Philadelphia. He yw, Pe 
ees formerly assistant district manager {fy Gord 
Yates Advances Aids John Hancock there. Tice 
John W. Yates, Los Angeles general , Ste 
agent of Massachusetts Mutual Life, has Moss Named at Roanoke ae 
appointed John T. Grant supervisor of Dan Moss has been appointed geneng dent 
district agencies and Robert J. Dunegan  geent for Roanoke and southwest Vir Mr 
district manager for Ventura county. einia by Protective Life. a 
ee . — the O 
Hill Is Peoria Assistant Named Indianapolis Assistant | @ " 
E. R. Lehman, Peoria manager otf William C. Wildman has been name Thor 
Metropolitan Life, appointed John Hill assistant manager of New York Life, NS : 
assistant manager, one of three in this Indianapolis. He started with the com educa 
area. Mr. Hill has been with Metro- pany as an agent in Febraury, 1946, Edint 
=o ; ——S¥4 ed” te 
secret 
AMONG COMPANY MEN S 
with 
of act 
=“I1: filled by other persons. Mr. Austi vestm 
Rie be Phillips general counsel of Midland National severé 
charg 
Succeeds Brother Dobbs Elected First |‘: 
obbs Elected First } icc: 
© all hi: 
as Gulf Life Head Vice-President of | 
T. T. Phillips, who has been president Po 
_T. T. Phillips, who has been presiden 33 Cec 
of Gulf Life of Jacksonville since 1911, Industrial = & H. inspec 
has now been elected chairman and his Ta 
brother, E. L. Phillips, is the new presi- R. Howard Dobbs, Jr., has beeif advan 
dent. : ae — or president of Industria 
The new president joined Gulf Life a ife & ealth of 
Atlanta. He is pres- Seve 
ently treasurer and ‘Offic 
will continue in 
that office. e O. 
Mr. Dobbs has si 
been treasurer “has bi 
since 1933. He 
joined the company 
in 1925 in the-cler- as aud 
ical department, H. 
later was elected secrete 
assistant treasurer : 
and a member of the 
board. He served depart 
‘in the army air x, #. Dobbs, dng Cha 
forces from 1942- moted 
1945 and is a graduate of Georgia Milf service 
tary Academy and Emory University, | the co! 
Jr. ha: 
Th P d premit 
ree Promote has be 
by Lincoln-Income |: 
ment. 
John T. Acree, Jr., formerly secretary] Manag 
treasurer of Lincoln-Income Life, hag depart 
been promoted to executive vice-pres4 tansfe 
dent; Jewell W. Martin, assistant trea Oklah 
E. L. PHILLIPS urer, to treasurer, and R. H. Ellis, asq loan f 
sistant secretary, to secretary. been i 
few months after it was organized in Mr. Acree has been with the company sce | 
1911 and has been vice-president since 23 years, starting as an office boy in the 
that time. He served as president of home office. The next year he worked] Sung 


Industrial Insurers Conference in 1943- 


44, His son, E. L. Phillips, Jr., is a vice- 
president of Gulf Life. 

E. L. Phillips had also held the office 
of treasurer and newly elected to that 
position is W. V. Cole. 


_W. L. Harick was elected agency 
vice president and T. T. Phillips, Jr., 
and W. H. Langford were elected as- 


sistant treasurers. 





Bramble Elected President 
of Midland National Life 


New officers of Midland National Life 
of South Dakota were elected at the an- 
dual meeting last week. F. L. Brambl- 
who has been secretary-treasurer, is the 
new president succeeding J. J. Bell. C. L. 
Chase, who has been in charge of the 
real estate and loan department, is first 
vice-president; A. C. Nelson is second 
vice-president. Alan L. Austin and S. B. 
Calthers were named secretary and as- 
sistant secretary respectively on a tem- 
porary basis until these offices can be 


as an agent in Oklahoma City while at- 
tending the university. Upon his gra¢- 
uation in 1930 he was called back to the 
home office in the claim department. 
Later he was transferred to the account: 
ing department, and in 1931 he was 
made manager of the ordinary depart 
ment, then just established. In 1934 he 
was elected vice-president in charge oi 
ordinary in the then Lincoln Life & 
Accident. When that company and In- 
come Life consolidated in 1936, he com 
tinued as vice-president in charge of of 
dinary production until 1941, when he 
was elected secretary-treasurer. 

Mr. Martin has been with th 
company 17% years, starting in the at 
counting department of the old Incomt 
Life. He was later made cashier of thé 
Louisville district office, and in 1937 wi 
promoted to assistant treasurer il 
charge of industrial accounting. 

Mr. Ellis joined the company 1 
years ago in the claim department aml 
was later transferred to the ordinafy 
department as accountant. In 1937 he 
was elected assistant secretary and mat 





Woo 


Neil 
has b 
Life. ’ 


cepted 


basis, 
tinues 
dents 
and E 
of sale 
sistant 
Mr. 
David: 
since 
cently 
tuarial 
Manit 


Mak 


New 
eral st 
a forn 
compa 
the ac 
Kimba 


y 28, 19 
—— 
Il., sing 
Past thre 
50,000, i 
S Congres 
fers Aseq| 


. Pa. 
appointed 
| Pennsy 
ife Wi 
He w 
Nnager fo 


ake 


"d generg 
west Vir 


ant 

en named 
Life a 

the com 

1946, 


—S>Sj 


a 


Austin j 
tional, 


bee: 


las 


ndustria 


February 28, 1947 


21 








LIFE INSURANCE EDITION 





ager of the ordinary department. He 


will continue that work. 


Langpaap Is Now 
Agency Manager 


Otto Langpaap, veteran inspector of 
agencies of West Coast Life, becomes 
agency. manager in a readjustment of 
duties following the recent retirement of 
Gordon Thomson from the post of exec- 
utive vice-president. Advancement of H. 
J. Stewart from vice-president and man- 
ager Of agencies to executive vice-presi- 
dent was announced last week. 

Mr. Thomson had been with the or- 
eanization 37 years. He started with 
the old San Francisco Life which later 
was merged with West Coast. 


Thomson Native of Scotland 


A native of Scotland, where he was 
educated as an actuary in University of 
Edinburgh, Mr. Thomson was “import- 
ed” to San Francisco in 1911 to become 
secretary-actuary of San Francisco Life. 
He went along in the companies’ merger, 
with varied duties in addition to those 
of actuary. He later served on the in- 
vestment and finance committees and for 
several years was vice-president in 
charge of agencies. Several years ago, 
when H. J. Stewart was appointed man- 
ager of agencies, Mr. Thomson devoted 
all his attention to investments and su- 
pervising the actuarial department as ex- 
ecutive vice-president. 

Cecil R. Fuller has been appointed an 
inspector of agencies with headquarters 
at Tacoma and William A. Reiche was 
advanced to controller. 
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‘Seven Promoted at Home 
‘Office of Jefferson Standard 


' O. R. Brockmann, assistant secretary 
‘since 1945 of Jefferson Standard Life, 
"has been promoted to coordinator. Mr. 
Brockmann has been with the company 
since 1923 and for several years served 
Fas auditor. 

H. I. Bell has been named assistant 
secretary. He started with Jefferson 
Standard in 1919 and for the past several 
years has been manager of the change 
department. 

Charles M. Rives, Jr., has been pro- 
moted to manager of the policyholders 
service department. He has been with 
the company since 1934. Guy B. Phillips, 
Jr. has been appointed manager of the 
premium notice department. Mr. Phillips 
has been with the company since 1938. 
Z. E. Whitley has been promoted to as- 
sistant manager of the claim depart- 
ment. Abner G. Crothers has been made 
manager of the branch office personnel 
department. Wayne Sudderth has been 
transferred to the home office from 
Oklahoma City and appointed mortgage 
loan field supervisor. Mr.Sudderth has 
been in mortgage loan inspection work 
since 1943. 





Sunset Life Promotes 
Woody, Davidson, Bench 


Neil Woody, executive vice-president, 
has been elected president of Sunset 
Life. Tom Holman, who originally ac- 
cepted the presidency on a temporary 
basis, has resigned that job and con- 
tinues as chairman. Elected vice-presi- 
dents are James I. Davidson, actuary 
and Howard C. Bench, superintendent 
of sales. Earle G. A. Warren is now as- 
sistant vice-president. 

Mr. Woody, Mr. Bench and Mrs. 
Davidson have been with the company 
since it started. Mr. Warren, who re- 
cently joined the company, is an ac- 
tuarial graduate from the University of 
Manitoba. 





| Makes Staff Promotions 


New England Mutual has made sev- 


i} eral staff promotions. J. P. Chamberlain, 


a former marine who has been with the 
company 16 years, becomes manager of 
the addressograph department. H. 

Kimball, an army veteran, now is as- 





XUM 


sistant manager of the control depart- 
ment. R. A. Kennedy, connected with 
the company for 24 years, was named 
assistant manager of the renewal serv- 
ice department. R. S, Andrews and 
*, W. French, Jr., have been named 
senior underwriters. 





New Commonwealth Life 
Officials Experienced Men 


Richard M. Sellers, recently named 
vice-president and actuary of Common- 
wealth Life, joined the company in 1936 
as assistant actuary and in 1942 was 
appointed actuary. 

He began his life insurance career 
in the actuarial department of a com- 
pany in Texas, his native state, which 
he left to complete his studies at the 
University of Michigan. Afterward he 
joined Commonwealth. He is an assso- 
ciate in both American actuarial soci- 
eties and for the last five years has been 
a member of Commonwealth’s operating 
committee. 

Victor B. Gerard, appointed manager 
of the bond department, was previously 
assistant to.the president. Before join- 
ing the company he was with the New 
York investment and banking firms of 
Biggs, Mohrman & Co., and Brown 
Bros. Harriman & Co. He became as- 
sociated with Commonwealth after four 
years of naval service during which he 
was detailed as a lieutenant commander 
to the maritime commission as a mem- 
ber of the price adjustment board. 


Continental Expands 
Underwriting Division 


Continental Assurance, Chicago, has 
expanded its underwriting department 
to speed clearance of business. Per- 
sonnel has been expanded 100% with the 
addition of new employes and return of 
former employes from service. Submis- 
sions are now completely processed in 
the underwriting department and _ re- 
leased to policyholders entirely ready 
for issue. 

Promotions of three long time em- 
ployes have been made and a new mem- 
ber has been added to the medical staff. 

Robert J. Campbell was elected as- 
sistant vice-president. He has been with 
Continental 24 years in-an underwriting 
capacity. 

C. Edwin Carlson was made chief 
underwriter and George B. Wolf ap- 
pointed associate underwriter. 

The new staff member is Dr. Clifton 
L. Reeder, who becomes medical di- 
rector. 





Promote Six at Home Office 
of Washington National 


Six home office promotions are an- 
nounced by Washington National. F. A. 
Eggler, manager of the accident and 
health claim division, and William P. 
Wisehart, manager of the ordinary un- 
derwriting and issue division, have been 
named assistant secretaries. Emil G. 
Graff has been promoted from assistant 
manager of the mortgages and real 
estate division to assistant treasurer. 

Jean G. Munro has been made as- 
sistant auditor, Katherine Yunger be- 
comes manager of the industrial policy 
issue division, and James T. Helverson 
has been named manager of the accident 
and health underwriting and issue di- 
vision. 


Scranton Life Promotions 


Robert J. Weichel has been promoted 
to secretary and associate actuary of 
Scranton Life; Willard -F. Kellerman 
has been appointed assistant secretary 
and registrar and Maurice. .H. LeVita has 
been appoirited actuary. 





Webb American Home Counsel 

Robert Webb, Topeka attorney, has 
been named counsel of American Home 
Life, succeeding the late W. B. Lor- 
rance. 


COMPANIES 





Security Mutual, Neb., to 


Build New Home Office 


LINCOLN, NEB.—Security Mutual 
Life, following the sale of its present 
home office building at 12th and O 
streets, has announced plans to build a 
new home office building on a site not 
yet decided. The building will be de- 
voted exclusively to home offices pur- 
poses, rather than being an office build- 
ing type. The 11-story building, present 


home office, was sold to a private cor- 
poration in order to keep regional head- 
quarters of veterans administration in 
Lincoln. The company will move to 
temporary quarters and construction on 
the new home office will begin within 
from two to five years. 


Million Dollar Addition to 
Home Office Announced 


ATLANTA—Construction of a $1 
million addition to its home office was 
announced by Industrial Life & Health. 
Work is to begin in March. The build- 
ing will be seven stories and basement, 











“It’s 108 degrees in the shade . . 


. shall we strike while the iron is hot?” 


Bankerslifemen Have a Fine 
Sense of Appropriateness 


You won't find Bankerslifemen using an old saw to justify an 
inappropriate presentation despite the cartoon above. They 
have been trained to find or create a favorable situation in 
which to tell their story. Furthermore, their training has shown 
them how to draw from their broad group of offerings the one 
which is right for a particular set of circumstances. 


Trained agency managers introduce the carefully selected 
Bankerslifemen to planned instruction that will carry through 
their first four years and will be supplemented with refresher 


schools as conditions warrant. 


That’s a reason why Bankerslifemen always seem to know 
what is appropriate . . . making them the sort of insurance 
underwriters you like to meet as friends, fellow workers, or 


competitors. 


Bankers /7/e CoMPANY 
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CALIFORNIA OPPORTUNITY 
FOR EXPERIENCED GROUP SALESMAN 


Company operating nationally has position of exceptional oppor- 
tunity open in Group Department in California — for man of 
aggressive personality who knows Group Sales and Service. 


State age, family status, education and experience. 


Address: Box K-57 National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 
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running to the rear of the present home 
office, and will be of reinforced con- 
crete, with limestone exterior of mod- 
ern classical design, matching the pres- 
ent building. It will contain 45,000 
square feet.. 

An auditorium will be provided, with 
a recreation and sun-deck on the roof 
garden extending over the sixth floor 
of the older building. 

President McEachern announced a re- 
tirement program for employes into 
which the company will put $1,000,000 
for future plans. 





Prospectus Issued 


A prospectus has been issued in con- 
nection with the sale of 100,000 shares 
of the newly organized Citizens National 
Life of Indianapolis. The shares are 
being offered at $2 of which $1 will be 
credited to capital and $1 to net surplus. 

John Wilkins, president of Citizens 
National, has been appointed director of 
sales and is to receive not in excess of 
15% of the sales price per share as a 
selling commission and he will pay all 
costs and expenses. 

Mr. Wilkins, according to the pros- 
pectus, has been engaged in selling life 
insurance and in forming and developing 
life insurance companies for 29 years. 
Vice-president is Carl H. Dahling, a re- 


tired merchant of Brookston, Ind. Sec- 
retary is Paul J. Mills, who operates a 
general insurance agency at Kokomo. 

Other directors are Paul V. Town- 
send, Recreation Manufacturing Co., 
Anderson; Therl Jackson, stock farm 
operator, Yorktown; Harold Matthew, 
Peterson Lumber Co., Anderson and 
Dr. W. E. Schoolfield of Orleans. 


Southern National Moves 


Southern National Life has moved its 
home office from Corpus Christi, Tex., 
to San Antonio and has bought a home 
office building there. The company has 
changed from a limited to a full capital 
company, now capitalized at $100,000 
with a surplus of more than $65,000. 


Celebrate Half Century 


American Mutual Life celebrated 
the completion of its first half century 
with a banquet at Des Moines Feb. 27. 
Attending were the entire home office 
staff and 67 field men who are members 
of the 1947 production clubs. 

An honored guest was J. A. Frech 
of Algona, Ia., only surviving member 
of the group that founded the original 
company at Bancroft, Ia., as the Broth- 
erhood of American Yeoman. He is still 
the company’s Kossuth county repre- 
sentative. 
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812 Olive Street 





THERE’S SUBSTANTIAL MONEY 


To Be Made Even In a Small Town 
Through Our General Agent's Contract 


Attractive General Agency territory open in 
Missouri, lowa, Arkansas, Mississippi, Kentucky and Louisiana. 


For further information write J. DeWitt Mills, Superintendent of Agents 


MUTUAL SAVINGS 


te 
, ee Ss: ET wr WHOLLY MUTUAL LEGAL GIFS PETES 






Allen May, President 





St. Louis 1, Mo. 
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LIFE SALES MEETINGS 





Union Mutual, Me., 
Holds Annual 


Agency Sales Rally 


The annual sales conference of agency 
managers of Union Mutual Life was 
held Feb. 17-20 at Poland Spring. 

Discussions of merchandising plans 
for the company ’s 100th anniversary in 
1948 and of expanding group and non- 
cancellable sickness and accident opera- 
tions highlighted the meeting. 

Speakers included President Rolland 
E. Irish; Harland L. Knight, agency 
vice-president; Clifton W. McNeill, sec- 
ond vice-president; Frank B. Maxim, 
agency secretary; Donald D. Lowmiller, 
group manager, and his assistant, Rob- 
ert C. Russ; and L. R. Blanchard, sales 
promotion manager. 

Governor Hildreth of Maine, Com- 
missioner Perkins and the company’s 
board were special guests at the ban- 
quet. 





Bankers of Iowa Officers 
Address Lincoln Rally 


LINCOLN, NEB.—A_ three - day 
school for 42 Nebraska agents of Bank- 
ers Life of Des Moines was held here, 
and a “victory” dinner in honor of the 
Lincoln agency, headed by W. A. Fraser, 
which captured the group II gains con- 
test o the fourth time in succession. 

. Winterble, agency vice-president, 
ue, and also Ivan Childs, division su- 
pervisor, on “Programming and Career 
Underwriting,” and Carl Hendrickson, 
on “Simple Programming.” 

D. N. Warters, executive vice-presi- 
dent, discussed the Guertin laws. The 
bill, passed by the last session of the 
legislature, goes in effect Jan. 1, 1948. 
George H. Harper, assistant superin- 
tendent of agencies, spoke on “Develop- 
ing a Broader Vision.” 

Prizes were presented to agents doing 
outstanding work, those winning the first 
three prizes being Carl R. Hendrickson, 
Holdrege; Ivan F. Childs, Scottsbluff, 
and Edward H. Birkmann, Lincoln. 





Life Insurance Now Better 
Appreciated, Anderson Says 


There has come a keener appreciation 
of life insurance by men in all walks of 
life, and life underwriting has achieved 
a much higher status than in years past 
and now cannot be stopped, Edward C. 
Anderson, superintendent of agencies of 
Connecticut’ Mutual Life, told the an- 
nual _ gathering at Peoria of his com- 
pany’s central Illinois agents. Mr. An- 
derson said almost everyone in_ the 
United States now is beginning to think 
of securing a retirement income. 

He said there will be more competi- 
tion for the public’s dollar this year 
because of increased production, but in- 
surance will have more ups than downs 
because of the increasing consciousness 
of wealth in income rather than in 
capital. 

Chester T. Wardwell, 
presided. 


general agent, 





State Farm Richmond Parley 


Agents of the State Farm companies 
in Virginia, Maryland, Delaware and the 
District of Columbia held their annual 
convention at Richmond. H. E. Baum- 
berger is regional director. More than 
200 agents and their wives attended. 

Awards for leading agents in automo- 
bile insurance, life insurance and fire 
insurance were presented. 

Speakers at the banquet included A. 
W. Tompkins, agency vice-president; 
M. A. Hubbard, executive secretary of 
Virginia Farm Bureau Federation, and 
W. W. Billips, life supervisor at Wash- 
ington, D. C. 


es 


Volunteer State's 
Agents Gather 


About 200 agents of Volunteer State 
Life attended the annual convention held 
for three days in San Antonio, markip 
the company’s 44th year. J. A. Wither. 
spoon, vice-president, was chairman, J], 
Wiley King, San Antonio general agent, 


was host. 

President Cecil Woods extended a 
welcome. Dr. John B. Steele, medical 
director, told ways in which agents can 
aid the home office in expediting issy- 
ance of business. He stressed need for 
information. on the prospect who has 
lived but a short time in the city where 
the application is written; the need for 
former addresses, occupation, whether 
divorced, and why; as complete medi. 
cal history as available. 

Dr. Steele said substandard insuranee 
is the easiest type to deliver. 


Manager Talks on Prospecting 


H. H. Stevens, manager at Bristol, 
Tenn., spoke on “Continuous Prospect. 
ing.” He uses blotters, memo. books 
and other advertising material in cop- 
tacting people and. becoming acquainted 
with prospects. While he believes in 
sales promotion effort such as direct 
mail, he said he quit using direct mail 
because replies came in too rapidly for 
him to follow up the leads. He tries 
to be seen in as many places as possi- 
ble where he can create the correct pub- 
lic impression. He advised activity in 
civic clubs, an effort to meet newcom- 
ers. Other sources of leads, he finds, 
are the general insurance agents and 
friends in the loan business. 

J. M. England, Dallas general agent, 
talked on “Salary Savings” as a source 
of sales. He cautioned against look- 
ing for large firms and stressed the 
value of small business and industrial 
plants. 


New Agent on Program 


The second day, Edward Chapin III, 
Chattanooga, spoke on “Selling Today.’ 
He is new in the business, but already 
we a great future in it. 


Stevenson, Columbia, S. C, 
manager, spoke on “Business Insur- 
ance.” There are more business insur- 


ance prospects in every town than the 
agent realizes until he has made a list 
of them, Mr. Stevenson said. He warned 
against thinking only of the large firms 
and called attention to the partnership, 
close corporation, and sole proprietor- 
ship. The approach is easy because 
the agent talks to the prospect about 
his business, in which he is greatly in- 
terested. 





Wisconsin National Agents 
Confer at Galesburg, Il. 


A regional meeting of Wisconsin Na 
tional Life agents was held at Galesburg, 
Ill. A. L’Estrange, vice-president, 
spoke on the Illinois production record 
and extended greetings from other off- 
cials at the home office. A. L. Sender- 
hauf, assistant agency director, took 4 
leading part in discussions and outlined 
new plans of operations and new policies 
to be offered. 

L. N. Ressler of Galesburg, III., field 
supervisor, was in charge and was pre 
sented a fountain pen. 

Prizes were awarded to Jack Heald, 
Pekin, C. E. Schwalm, district managef, 
Galesburg: George Saunders, Spring- 
field, Erell Lindsey, Green Valley, and 
Jack Risser, Galesburg. 





Hold Schools in Hawaii 


Lester S. Roscoe, director of field 
training of Occidental Life, and Walter 
F. Schmitz, supervisor of the accident 
and sickness department, flew to Ha- 
waii to conduct a two-weeks series of 
schools and meetings at Security Int 
surance Agency, Ltd., Honolulu, one of 
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the company’s ace production units. 
E. S. Jensen, Occidental group super- 
jntendent and assistant secretary, also 
made the trip. 

Under the leadership of L. T. Kaga- 
wa, Security president, the office has 
become a leading life insurance agency 
in the Hawaiian Islands in the past 12 
years. In 1946 it paid for nearly $7 mil- 
jion of ordinary business. Harold I. 
Tateishi recently became the agency’s 
frst Million Dollar Round Table mem- 
ber, writing all of his business after 5 
p.m., when he had finished with his reg- 
wlar duties as a director and cashier of 


the agency. 


State Farm Group's Agents 


in lowa Confer 


DES MOINES—Greater care in se- 
lection of policyholders will be required 
in future, G. J. Mecherle, founder, told 
some 300 Iowa agents of the State Farm 
companies at a two-day convention. 

Morris G. Fuller, vice-president, dis- 
cussed new life insurance plans and told 
of publications now being prepared by 
the home office. L. S. Kelehan, Des 
Moines, state director, compared an in- 
surance company to a building and said 
policyholders are the materials out of 
which the company is built. 

Newell Day, Davenport general agent, 
Equitable Life of Iowa, discussed “Color 
in Selling” at the banquet. 


Mass. Mutual Picks Atlantic 
City for June Sales Rally 


Atlantic City will be the convention 
site of the Massachusetts Mutual Life 
leaders club and $100,000’ club, June 16- 
18, with headquarters at the Traymore 
Hotel. James M. Blake, manager of field 
service, is in charge of arrangements. 


Am. United Conference 


Eastern divisional agency managers 
of American United Life have completed 
a three-day conference at the home of- 
fice on training the new man. Guest 
speakers were: Horace R. Smith, pro- 
fessor of insurance marketing, Purdue 
University; Alden C. Palmer, R. & R. 
Service, and William J. Schergens, as- 
sociate general agent at Indianapolis for 
Aetna Life. 

Douglas S. Felt, superintendent of 
agents for the eastern division, presided 
and was assisted by Agency Supervisor 
Carl A. Hess and a number of home 
office executives and department heads. 

A dinner was given by President Geo. 
A. Bangs for all those who attended the 
conference, followed by an address on 
“Human Efficiency” by Dr. R. Foster 
Mills of New York. 


Bankers Life 2-State Rally 


A meeting of agents of Bankers Life 
of Iowa from Utah and eg was held 








at Salt Lake City with W. F. Winterble, 
agency vice-president, as principal 
speaker. Mr. Winterble said the Salt 


Lake agency, W. A. Crowder, manager, 
won the agency gain contest for the last 
quarter of 1946, also the agency gains 
contest for the entire company for the 
year 1946. He presented a plaque to 
Mr. Crowder. 


Mass. Mutual Coast Parley 


Pacific Coast general agents of Massa- 
chusetts Mutual Life attended a series 
of meetings at Santa Barbara, discussing 
agency building plans with officers of 
the company. The home office contin- 
gent included Lambert M. Huppeler, 
superintendent of agencies; Robert Ard- 
ison, agency assistant, and Fred Goog- 
ins, assistant manager of the group de- 
partment. 








Reliance Officials on Coast 


J. N. Jamison, executive vice-presi- 


“dent, and R. C. O’Connor, assistant di- 


rector of agencies of Reliance Life, vis- 
ited Los Angeles and conducted a con- 
ference meeting for field men in south- 
ern California. 





FINANCIAL SIDE 





Industry Borrows 
Sparingly: Awaits 


Tax, Labor Laws 


NEW YORK—Corporations are hold- 
ing off on borrowing money for plant 
expansion or for new ventures, life 
company investment officers say. Since 
the November elections it appears that 
borrowers have been waiting for legis- 
lation which would stabilize the labor 
market and improve the tax position of 
corporations before going ahead with 
plans which would take a great deal of 
financing. Life companies, consequently, 
are finding some difficulty in placing all 
the money they would like to in the cor- 
porate investment field. 

No immediate change is looked for by 
life company investors in the sluggish 
demand for funds. If tax and labor leg- 
islation favorable to corporations should 
be enacted, it is thought that industry 
will again call for financing in a large 
way. 

If this change occurs, a firming of 
interest rates is expected. Most refund- 
ing of corporate issues, whereby an old 
issue is called in and a new one floated 


at lower interest, has alréady taken 
place. 
Another factor which may cause 


higher interest rates on corporate financ- 
ing is the increased operating costs 
of financial institutions developing pres- 
sure on them to obtain greater yield. 
Since a higher yield on government se- 
curities is most unlikely, investors will 
have to seek it largely from corpora- 
tions. 


Pa. Housing Finance Bill 
Out of Senate Committee 


HARRISBURG—Legislation to per- 
mit Pennsylvania life companies to in- 
vest in all types of housing, including 
residential, business, commercial and in- 
dustrial, has been reported from com- 
mittee in the state senate. Senate ac- 
tion is expected shortly. 

The legislation permits the investment 
of 10% of the capital assets in all types 
of housing. Also, it includes a complete 
revision of the life insurance investment 
laws to place Pennsylvania companies 
on a parity with out-of-state firms. 

Virtually every state organization in- 
terested in the betterment of housing 
conditions has indorsed the legislation, 
according to Senator George M. Wade, 
Ohio National general agent at Har- 
risburg and sponsor of the legislation, 
although opposition is expected from the 
Home Builders Assn. of Philadelphia. 
This group reportedly forced a restric- 
tive amendment to similar legislation in 
1945 which limited insurance company 
investment to housing projects for the 
rehabilitation of bilghted areas, slum 
clearance. Under this proviso, not a 
single insurance company investment in 
housing has been made in Pennsyl- 
vania, it was stated. 

Under the Wade legislation, insurance 
companies would be permitted to finance 
in Pennsylvania projects similar to the 
“little cities” opened in New York by 
Metropolitan. They also could finance 
large commercial apartments or whole 
developments, as well as large commer- 
cial business ventures. 

A companion measure, co-sponsored 
by Wade and Senator Frazer P. Donlon, 
permits out-of-state companies to enter 
into agreements with Pennsylvania com- 
panies in the housing investment field. 





Mich. Referendum April 7 
on Realty Ownership Law 


LANSING—The Michigan legisla- 
ture completed action last week barely 
in time to place before the voters at the 
Apr. 7 election a proposed constitu- 


tional amendment designed to attract 
life company investments in housing 
projects to this state. 

In its final form, the resolution pro- 
vides that, if the electorate assents, the 
constitution shall be changed to permit 
ownership of real property by corpora- 
tions in cities of 5,000 or more popula- 
tion, or within a two-mile radius of 
them, for a period of not more than 
30 years. 

The present constitutional provision 
on the subject flatly limits corporate 
ownership of real estate, except for ac- 
tual occupancy by the corporation, to a 
10-year period. This condition, it has 


been declared, has discouraged insurance 
company investments in long-term hous- 
ing projects in Michigan, now acutely 
needed. 

No opposition has been encountered 
relative to the proposal. There was 
brief disagreement, however, relative to 
whether the constitutional ban should 
be removed entirely, as provided in the 
original version of the resolution as 
adopted by the house. It was ex- 
plained in the senate that the life com- 
panies usually liquidated their holdings 
of this character within a period be- 
tween 25 and 30 years so it was felt 
that provision of a 30-year limit would 








accident. 


In five to ten years 





A New Idea In Life Insurance 
with a New Plan for Selling 


Complete coverage in one package. 
Pays any kind of death except suicide first 
two years. Pays from first day for illness, 
Includes surgical and hospitali- 
zation fees at a new low combined rate. 


* * * * * 
Tested plan of creating leads. 
* * * KX * 


As little as three, one thousand complete 
coverage apps a week creates over a 
thousand dollars renewal the second year. 


markable renewal income. 
Ss 2 2-2 2 


Training in field affords an alert man an 
enlarged opportunity. Experience in insur- 
ance, while helpful, not necessary. Corre- 
spondence confidential. 


Hugh D. Hart 
Vice President and Director of Agencies 


ILLINOIS BANKERS LIFE 
ASSURANCE COMPANY 


MONMOUTH, ILLINOIS 


you should build re- 














175 W. Jackson Blvd. 





ACTUARY WANTED 


Wanted young man with actuarial qualifications eventually to assume 
full and complete charge of actuarial department of a company making 
unusual progress in the development of life insurance. 
well over $50 million. Rare opportunity for man with ambition and initiative. 


Companies home office located in Chicago. 
and complete qualifications as well as salary requirements. 


Address K-73, The National Underwriter 


Volume in force 


In reply please give full 


Chicago 4, Illinois 











1c teeing neal sya 


rf 





24 


HteNATIONAL UNDERWRITER. 


February 28, 1947 








accommodate the investors sufficiently 
without removing all constitutional safe- 
guards to non-resident ownership of 
property by corporate interests. 


Report Out Investment Bill 


DES MOINES—The life insurance 
investment bill was brought out by the 
house insurance committee and placed 
on the calendar. The measure, already 
approved by the senate, would permit 
Iowa life companies to invest in urban 
real estate and changes the require- 
ments as to investments in railroad 
bonds. 


Northwestern Mutual to Buy 


ST. LOUIS—Northwestern Mutual 
Life will purchase $6,500,000 Laclede 
Gas Light Co. of St. Louis 34%% bonds 
to be issued in connection with the lat- 
ter’s purchase of the St. Louis County 





Gas Co. for $11,250,000. The deal was 
approved recently by the Missouri Pub- 
lic Service Commission. The Laclede 
company also will issue $6,500,000 of 
installment notes to be purchased by a 
group of eight banks, including five St. 
Louis financial institutions. 








VA Gets Company Building 


LINCOLN, NEB.—The Security Mu- 
tual Life building here will be turned 
over to the regional offices of veterans 
administration within 60 days. This was 
made possible when Veterans Building 
Corp. was formed by a group of public- 
spirited business men. The 11 floors of 
the building will be leased to VA for 
five years. 

Thirty-day notices are being given to 
the 80 tenants. Security Mutual Life it- 
self occupies the entire top floor and will 
also move. It plans a new building. 
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Middle western company has 
position with good future for 
young man with agency train- 


ing experience who is capa- 


course and producing sales 
material for agents. Reply in 
contidence to Box K-60, The 
National Underwriter, 175 W. 


Jackson Boulevard, Chicago 


sales training 
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ACCIDENT AND HEALTH 





Follmann Heads NY 
A. & H. Advisory Bd. 


NEW YORK-—Joseph F. Follmann, 
Jr., manager of the Bureau of Personal 
Accident & Health Underwriters, was 
elected chairman of the advisory board 
on accident and health agency exami- 
nations at its first meeting here. John 
T. Henderson, general agent Travelers, 
and Francis T. Curran, Metropolitan 
Casualty, were elected vice-chairman 
and secretary respectively. 

The board moved that the New York 
department consider in the future con- 
ducting 12 examinations each year 
rather than eight, which has been cus- 
tomary in the past. The dates for those 
examinations in 1947 are April 8, May 
13, July 8, Aug. 12, Oct. 14 and Nov. 
13. 

In its consideration of the syllabus 
for examinations, the board moved that 
a subcommittee be appointed to review 
the present syllabus and to present rec- 
ommended changes to be considered 
by the board and presented to the su- 
perintendent of insurance. 

Those present at the meeting were 
Mr. Follmann, H. R. Gordon, Health 
& Accident Underwriters Conference; 
Francis T. Curran, Metropolitan Cas- 
ualty; Earl R. Trangmar, Metropolitan 
Life; Arthur B. McGuire, National Cas- 
ualty; John C. Greeno, Armstrong- 
Roth-Cady Co., Buffalo; A. Stewart 
Payne, Security Mutual-Life; John F. 
Lydon, Ocean Accident; Peter E. 
Tumblety, Empire State Mutual Life; 
Sidney L. Eisenberg, Federal Life & 
Casualty; Harold J. Shackelton, Con- 
necticut General Life; John T. Hender- 
son, Travelers. 

Superintendent Dineen was_ repre- 
sented by Deputy Superintendent Carl 
Typermass. 


One Wash. Fund Bill Killed: 
Another Appears in House 


SEATTLE—The proposed state sick- 
ness and disability insurance measure 
was shelved by the social security com- 
mittee of the Washington senate, but 
two days later a similar measure was 
tossed into the house hopper. 

The A.F.L. labor lobby was unsuc- 
cessful in its attempt to tie the sickness 
and disability measure on to a bill, 
which permits merit rating of unem- 
ployment compensation risks. The lat- 
ter bill passed the senate and was in 
the house social security committee. 

The new measure eliminates entirely 
the employer’s contribution to the fund, 
providing for a mandatory 1% payroll 
deduction of employees. The senate bill 
had provided for 1% tax on workers and 
%4% on employers, although the em- 
ployer would have been permitted to 
absorb the entire tax. 








A. & H. Programming Urged 
LOS ANGELES—Frank L. Stor- 
ment, New England Mutual Life, spoke 
before the Accident & Health Producers 
Assn. of Southern California on “Pro- 
gramming Accident and Sickness Insur- 
ance for Greater Production.” He said 
maintenance of income is the main fea- 
ture of living and that in talking to a 
prospect the program should be based 
on that idea. Any one can lose his 
earning power at any time, and this 
should be made a part of the sales pro- 
gram. He declared accident and health 
salesmen can do for their clients a bet- 
ter job of programming in life insur- 
ance and that the life insurance program 
should be restricted to provide an ade- 
yuate accident and health program. 





Haight to Speak in Newark 
At the luncheon meeting of the Acci- 

dent & Health Underwriters Assn. of 

Newark March 11, Charles J. Haight, 


tee T 


superintendent of accident and health 
claim division of Metropolitan Life, wil{ 
talk on claim matters. 


Illinois Blue Cross Merger 


Hospital Service Corporation, Chicago 
Blue Cross plan, has taken over Centra 
Illinois Hospital Service of Peoria which 
as of Dec. 31, 1945, had assets of $203, 
471 and liabilities of $126,660 and sur- 
plus of $76,810. Soon the Chicago or- 
ganization expects to take over Asso. 
ciated Hospitals at Danville and even- 
tually will embrace Group Hospital 
Service of Illinois at Alton; Decatur 
Hospital Service, and Northern Illinois 
Hospital Service, Rockford, bringing all 
Hospital Service Flan Commission affil- 
iates in the state under central control, 


CHICAGO 


PARKINSON TO SPEAK 

Insurance Director Parkinson of IIli- 
nois will address the insurance member- 
ship group of Union League Club of 
Chicago Friday noon on insurance legis- 
lative questions of the hour. 














NAME EDWARDS, JOHNSON 


Announcement is made of the appoint- 
ment of A. A. Korte, surety department 
manager of W. A. Alexander & Co., as 
chairman of the insurance section for 
the Chicago Red Cross drive. Wade 


Fetzer, Jr., president of W. A. Alex-, 


ander, is general chairman of the entire 
Chicago campaign. 

Mr. Korte has appointed R. S. Ed- 
wards, Aetna Life, as vice chairman for 
life insurance and Fred A. Johnson, 
Royal League, fraternals. 





SELLS TRUST COMPANY 


Trust Co. of Chicago has been sold by 
Illinois Bankers Life to a group headed 
by the president and vice-president of 
that organization. It has $200,000 capi- 
tal, $25,000 surplus, $120,640 of undi- 
vided profits. 


AGENCY NEWS 


Mersfelder Agency Gets 
Out 104-Page Brochure 


A handsome job of agency prestige 
building has been done by the L. C. 
Mersfelder agency of Kansas City Life 
at Oklahoma City with its brochure, 
“Back-Logs of Human Destinies,” which 
gives a 104-page picture of members 
of the agency and their accomplish- 
ments. Last year, the agency’s produc- 
tion exceeded $8 million. There are 44 
full-time and 42 part-time men. 

The ageny was started in 1924. Mr. 
Mersfelder had started in the business 
part-time at Clovis, N. M., with Kansas 
City Life in 1912. He later became state 
supervisor and manager for New Mex- 
ico in 1918. He spent 14 years teaching 
in Texas and New Mexico. He was a 
member of the New Mexico senate. 

Mr. Mersfelder is an outdoorsman and 
his summer camp is a social center for 
his men and their wives and a school 
is held there during the summer. Mr. 
Mersfelder is host each year at a dinner 
of deer and pheasant which he kills. 

“We have endeavored to select for 
salesmen men who were sincere, ambi- 
tious and energetic,” Mr. Mersfelder 
states in his message in the brochure. 
“We strive to have married men with 
families and men who own their homes 
—men who take an interest and pride in 
the church, school and civic affairs of 
their community—men who are worth- 
while citizens of a permanent nature.” 

In order to be classified as a master 
salesman the agent must produce at 
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least $100,000 and have $100,000 or 
more exposed for renewal on previous 
year's production. The first renewal 
percentage must be substantial. There 
were 17 master salesmen in 1945. 
Editors of ‘“Back-Logs” are Doris 
Catron, agency secretary, and Mrs. 
M. W. Williams, wife of an agent. The 
prochure contains pictures of agency 
members and their families and homes 
and other events of interest. 


Creed’s 30 Years Honored 


PORTLAND, ORE.—Honoring the 
30 years of service of E. Victor Creed 
with Sun Life of Canada, the Oregon 
branch of that company celebrated the 
long association with a dinner at the 
home of A. M. Weaver, manager. Mr. 
Creed led the Oregon branch in produc- 
tion in 1946, and was selected by the 
Life Insurance Managers Assn. of Ore- 
gon as the outstanding producer of Ore- 
gon for 1945. He is president of the 
Quarter Million Dollar Round Table. 


McConney Visits Columbus 


E. M. McConney, president of Bank- 
ers Life of Iowa, visited the Columbus, 
0., agency this week. This was his first 
oficial visit to the agency. Paul S. 
Rilett is Columbus manager. 





The 1946 sales of the Jerome M. 
Barker agency of Home Life at St. 
Louis almost doubled the 1945 record. 
The agency was in 11th place nationally 
for the year and three of the agents 
were among Home Life’s 50 leaders. 


* POLICIES 


lowa Life Publishes Its 
First Dividend Schedule 


Iowa Life, which began business 
Jan. 25, 1945, and now has $50,097,692 
insurance in force, has adopted its first 
dividend schedule, applicable to the year 
beginning Jan. 25, 1947. Illustrative di- 
vidends per $1,000 are: 

Ordinary Life 
Pay aeees = of Year 











2 0 15 20 
Age $ $ $ $ $ 
0 1.92 1.94 2.00 2.10 2.21 
5 1.94 1.94 2.06 2.19 2.28 
10 1.99. 2.03 2.16 2.28 2.40 
15 2.08 2.18 2.30 2.41 2.61 
20 2.18 2.27 2.38 2.62 2.94 
25 2.25 2.37 2.61 2.95 3.42 
30 2.36 2.54 2.91 3.46 3.94 
35 2.66 2.90 3.49 4.02 4.66 
40 3.30 3.66 4.25 4.93 5.69 
45 4.36 4.72 5.47 6.35 6.95 
50 5.80 6.32 7.32 8.00 8.43 
55 7.93 8.64 9.42 9.91 10.20 
60 10.81 11.34 11.91 12.24 13.27 
65 14.05 14.54 14.93 16.14 17.38 
20 Payment Life 
0 2.95 3.07 3.19 3.41 3.68 
5 2.98 3.08 3.29 3.53 3.77 
10 2.99 3.13 3.36 3.60 3.87 
15 3.01 3.22 3.44 3.68 4.02 
20 3.03 3.22 3.45 3.79 4.24 
25 3.04 3.22 3.55 4.00 4.49 
30 3.06 3.22 3.65 4.25 4.74 
35 3.10 3.39 4.04 4.58 5.05 
40 3.46 3.92 4.54 5.12 5.56 
45 4.41 4.83 5.53 6.19 6.18 
Endowment at Age 65 

9 1.78 1.82 1.89 2.01 2.17 
5 1.82 1.86 1.99 2.15 2.29 
10 1.88 1.96 2.12 2.25 2.42 
15 1.97 2.06 2.20 2.36 2.62 
20 2.06 2.14 2.31 2.58 2.94 
25 2.14 2.20 2.49 2.89 3.42 
30 2.20 2.37 2.80 3.36 3.92 
35 2.49 2.71 3.34 3.89 4.39 
40 3.02 3.40 4.04 4.60 4.87 
$5 3.95 4.43 5.12 5.53 4.99 
50 5.30 6.06 6.57 6.01 whe 
35 8.13 8.52 7.79 Kat 








Bernbaum Again Millionaire 


_For the fourth consecutive year, San- 
‘ord M. Bernbaum, Penn Mutual, Seat- 
tle, in 1946 qualified for the Million Dol- 
lar Round Table. He ranked sixth 
among the company’s 1,321 full time 
agents. 





Set Coast Actuarial Parley 


. The Actuarial Club of the Pacific will 
hold its next meeting in the Yosemite 
Valley on June 12-13. A. C. Olshen, 
actuary of West Coast Life, is chair- 
man of the program committee. 


AGENCY MANAGEMENT 





Problem Today Is to Meet 
Needs of Present Time 


Walter G. Gastil, manager of Connec- 
ticut General Life, spoke before the Life 
Insurance Managers Assn. of Los An- 
geles on “Opportunities in 1947 and 
My Plans for Making the Most of 
Them.” He said he had established a 
prospecting method based on meeting 
the changes of the times. He declared 
that life insurance need not be concerned 
about business conditions, but should 
be concerned about the methods of meet- 
ing the present day needs. 

He said 15% of the people, consisting 
of those in the upper brackets, own most 
of the property and buy 85% of the life 
insurance, and he is concerned about 
how to reach that bracket of prospects. 
He wants to identify that 15% of the 
public as his market. The average man 
of 30 should double his earnings and 
double the purchase of life insurance 
every five years. He is concerned with 
whether that man is going somewhere. 
He wants to classify him to be sure he 
will carry out that program. 

Ray H. Finger, retired manager of 
Sun Life of Canada, and Perez Huff, 
retiring vice-president of Bankers Na- 
tional Life, resigned as members of the 
association, and were elected honorary 
life members. 

Fresident John W. Yates named a 
committee to study the possibilities of 
having a Purdue University type course 
established there. 


Grand Rapids Group Elects 


Karl Z. Howland, of Sun Life of Can- 
ada, has been elected president of the 
Grand Rapids General Agents & Man- 
agers Assn. He succeeds Ernest W. 
Nelson. Vice-president is James M. 
Keplar, Bankers Life, and _ secretary- 
treasurer, William H. Nicholls, Jr., 
Penn. Mutual. 


All-Day Round Table Session 


The Buffalo Life Managers Assn. held 
a round table on “Agency Management 
Today.” Allan W. Carpenter was gen- 
eral chairman of the all-day session. 

Dean H. Taylor, association presi- 
dent, presided at the morning session 
which featured a discussion on “Re- 
cruiting and Selection” by Judd C. Ben- 
son, Union Central, Cincinnati. Mr. Car- 


penter presided in the afternoon when 
Wilbur W. Hartshorn, superintendent of 
agencies of Metropolitan Life, discussed 
“Training New Men Today” and James 
Elton Bragg, Guardian Life, New York, 
discussed “Improving Production of 
Established Agents.” 

Question and answer periods followed 
each talk. 


Selection Problems Theme 
of New Haven Meeting 


“New Manpower Problems” was the 
theme for discussion at a dinner meeting 
of the New Haven General Agents & 
Managers Assn. Lewis W. S. Chapman, 
director of company relations of Life 
Insurance Agency Management Assn., 
was speaker and leader of an informal 
round table discussion focused at re- 
cruiting and selection problems of the 
postwar era. 

The meeting was the first for the New 
Haven group since before the war. 
Plans for reorganization were discussed 
and a movement initiated to put the 
association on a permanent active basis. 
William Clancy, Metropolitan, is presi- 
dent and acted as chairman. 





Putnam Speaks at Seattle 


SEATTLE—Philip Putnam, manager 
of Travelers, talked on “What Are We 
Looking For?” Monday at a luncheon 
meeting of the Life Managers Assn. 


Hobbs Speaks in Atlanta 


After addressing the monthly meeting 
of the Atlanta Assn. of Life Underwrit- 
ers, Philip B. Hobbs, N.A.L.U. presi- 
dent, made a short address at the Gen- 
ms Agents & Managers Club banquet 
there. 


Talks on Morale Building 


G. K. Wallace, Union Central Life, 
spoke on “Morale Building” before the 
Wichita General Agents & Managers 
Assn. 











Supervisors Hear Hammond 


Wilmer M. Hammond, general agent 
of Aetna Life spoke before the Life 
Supervisors Assn. of Los Angeles on 
“Insurance Programming as it is Re- 
lated to Specific Need or Purpose.” He 
told his hearers to avoid indecision and 


Earnings for ten years have averaged 
$250 per month — monthly Social 
Security Pension is $44. He must retire to get this piti- 


ful retirement income. 


Fear of forced retirement with only a Social Security 


Pension blights his happiness. 


A modest additional pension in The Maccabees would 
have removed the fear of dying too soon or living too 


long. 


4A. MACCABEES 


LEGAL RESERVE 
5057 WOODWARD AVENUE 


INSURANCE 
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irresolution. He made the particular 
point that the agent must love his work 
if he would attain his goal and that if 
the life man didn’t love the business he 
would be a traitor to it. 


Onderdonk Feb. 28 Speaker 


Robert R. Onderdonk, manager of 
Connecticut General at Cleveland, will 
address the Life Managers & General 
Agents Assn. of Columbus Feb. 28 on 
“Revitalizing the Old Agents.” 


Johnson in New Orleans 


Holgar J. Johnson, president Institute 
of Life Insurance, addressed the Life 
Managers Assn. of New Orleans at a 
dinner given in his honor. 








Hanselman Cincinnati Speaker 


CINCINNATI—W. F. Hanselman, 
vice-president and superintendent of 
agencies of Union Central Life, ad- 
dressed the Cincinnati Associated Life 
General Agents & Managers. 


Talk on Insurable Interest 


The San Antonio Trust Council heard 
W. F. Nowlin, attorney, discuss court 
decisions on insurable interest. He said 
the situation in Texas is out of line with 
established decisions in other states, 
which give a man the right to designate 
his own beneficiary, while in Texas this 
designation is restricted to those who 
may have an insurable interest in the 
life of the insured at the time of decease. 

The courts of Texas have announced 
as the basis of their decisions a policy 
which is based on the theory that no one 
shall be designated as beneficiary who 
may profit more by the death of the in- 
sured than in the continuing of the life 
of the insured. 


Aetna Rally at Utica 


A discussion of new sales plans fea- 
tured the annual meeting of the L. H. 
House agency of the Aetna Life at 
Utica, N. Y. Speakers included N. M. 
DeNezzo, assistant superintendent of 
agencies, and R. K. MacFarlane of Bos- 
ton. 














Cooperative Section Repealed 


A measure approved by the Nebraska 
senate was filed by Sen. C. Pefrus Peter- 
son, who is general counsel of Bankers 
Life of Nebraska. It repeals the section 
relating to cooperative non-profit life 
benefit associations. 
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in Mexican Litigation 


OMAHA—A lawsuit of La Protec- 
tora, a Mexico City insurer, against 
Woodmen ef the World Life for $90,000 
was thrown out of federal court here. 
La Protectora, which acquired the Mex- 
ican business of W. O. W. in 1933, 
charged that society did not maintain re- 
quired legal reserves. 

Federal Judge Donohoe held W. O. 
W. and its officers innocent of and with- 
out knowledge of frauds listed in the 
suit. 

There was fraud, the judge ruled, on 
the part of Enrique V. Anaya, who had 
been the society’s agent in Mexico City 
and had a part in transfer of the busi- 
ness. The judge’s decision was that 
Anaya schemed to defraud W. O. W. and 
the Mexican government as well as pol- 
icyholders; that he failed to file a cor- 
rect report of the society’s Mexican busi- 
ness as prepared by its home office in 
the United States. 

Further fraudulent actions by Anaya 
and his associates, including a Mexican 





FEMININE WISDOM 
IN 28 WORDS 


Women are constantly being 
accused of being on the talka- 
tive side. Be that as it may — 
one woman, a member of Royal 
Neighbors of America, was 
brevity personified when she re- 
quired only 28 words to express 
the following bit of wisdom: 


“I value my membership in 
Royal Neighbors of America 
because of the lessons it teaches, 
the protection it offers, and the 
social benefits which are derived 
from i¢.” 


Yes, this sums up the service 
of Royal Neighbors of America. 
But the story of its neighborly 
principles, the suffering allevi- 
ated by its whole family life in- 
surance and the fellowship of 
its 6,000 lodge rooms —a story 
that is almost 52 years old — 
would require volumes to tell. 


ROYAL NEIGHBORS 
OF AMERICA 


SUPREME OFFICE, ROCK ISLAND, ILL. 











Claims Paid 
Since 
Organization 


$50,893,078 


SUPREME FOREST 
WOODMEN CIRCLE 
Omaha, Nebraska 








Judge Donohoe’s 
losses due to Anaya’s actions have been 
made good and the corporation is sol- 
vent. 


Equitable Reserve's 50th 
Year Statement Shown 


Assets of $11,215,303 and insurance in 
force of $38,571,353 are reported as of 
Dec. 31 in the 50th annual financial 
statement of Equitable Reserve, Neenah, 
Wis. Total membership is 50,963. 

The society earned 4.05% net on its 
assets last year. Total income was $1,- 
555,283, including $881,019 received from 
members and $444,643 interest. 

President N. J. Williams notes in the 
report that when he bought his first pol- 
icy from Equitable Reserve early in 1905 
assets were only $203,706. 

Legal reserve now is $9,009,525, un- 
assigned surplus $1,240,976 and contin- 
gency reserve $300,000. Equitable Re- 
serve carries $601,134 cash, has $3,737,- 
052 mortgage loans, $688,808 policy 
loans. 





Protected Home Circle 
Retains Refund Scale 


Directors of Protected Home Circle, 
Sharon, Pa., at the monthly meeting in 
the home office decided that the total 
amount of the 1947 refund or dividend 
schedule should be the same as that 
paid in 1946, amounting to approxi- 
mately $135,000. The refunds will be 
paid from March 2, 1947, to March 1, 
1948, based on mortality savings, inter- 
est earnings, and expense fund savings, 
thus producing variations by plan and 
amount of insurance and age at entry. 

The refunds are to be paid by checks 
to members or those having control of 
contracts for junior certificates, on cer- 
tificates which are two years or more in 
force and in good standing on their re- 
spective certificates issue date anniver- 
saries. 


C.O.F. Field Men Produce 
$5,444,500 for Horstman 


Catholic Order of Foresters, Chicago, 
has just finished a campaign in honor of 
Albert A. Horstman, Dayton, O., vice 
high chief ranger, who also is chairman 
of the committee on organization. This 
was a full-time field representatives’ 
campaign. Mr. Horstman will present a 
solid gold pen and pencil set to the 
leader, Henry V. DeVille, Canton, O., 
who will be guest of honor at the high 
court meeting in April. Expensive pen 
and pencil sets also will be presented to 
the next four leaders: Edward Vonder- 
Haar, Cincinnati; Louis Caron, Methuen, 
Mass.; David Tschetter, Yankton, S. D., 
and Paul H. McGrath, Superior, Wis. 





Campaign Successfui 


The campaign started Sept. 1, closed 
Dec. 31, and proved one of the most 
successful in the society’s history. A 
total of $5,444,500 new business was 
written in the four-month period, 
Thomas R. Heaney, high chief ranger, 
reported. 

C.O.F. reports $13,414,900 new in- 
surance written in 1946, the fourth con- 
secutive year the organization has writ- 
ten a monthly average of more than $1 
million. 

There was a net gain in force of $6,- 
619,707 and total net gain of $30,757,794 
since Jan. 1, 1943, when the organization 
adopted the “Back to the Membership” 
theme under which lodge activities were 
rehabilitated comparable to those of 
earlier days. 

Mr. Heaney reports renewed interest 
of members in lodge activities, better 
attended meetings and many public 
gatherings, banquets, social and athletic 
events sponsored by subordinate courts. 


great deal about the business from those 
debates and gained an appreciation “‘of 
the fundamentals of life insurance and 
of its great and beneficial impact on 
our nation.” 

In 1910 Mr. Cleary ran for insurance 
commissioner on an _ anti-LaFollette 
ticket, which was defeated in the pri- 
maries. In 1914-15 he served for a few 
months as executive counsel to Gov. 
E. L. Philipp and then in the latter year 
was appointed insurance commissioner. 
With the National Convention of In- 
surance Commissioners he served on 
the executive committee and was chair- 
man of the fraternal committee. He 
was elected vice-president and presided 
at the annual meeting in 1918 at Den- 
ver due to the retirement from the as- 
sociation of E. H. English of Iowa, who 
was the president. 

He continued as commissioner until 
going with Northwestern Mutual in 1919. 

When he took office as president in 
1932, the assets were about $996 million 
and insurance in force was $3,998,518,061. 
At Dec. 31, 1946 the assets were $1 bil- 
lion 960 million and insurance in force 
was $4 billion 965 million. 

Mr. Cleary was a regent of University 
of Wisconsin and a member of the 
board of governors of Marquette Uni- 
versity. He was a director of a num- 
ber of companies, including Wisconsin 
Telephone Co. He was formerly a 
president of the Milwaukee County 
Community Chest and a director of Wis- 
consin Anti-Tuberculosis Assn. 

Survivors are Mrs. Cleary, Catherine 
B. Cleary, who is with the Chicago law 
firm of Defrees, Fiske, O’Brien & 
Thomson, Mary Elizabeth Cleary, who 
is with Time magazine at Chicago and 
James Thomas Cleary, a student at Uni- 
versity of Wisconsin. 


CLEARY CALLED GREAT 
INSURANCE HUMANITARIAN 


By C. M. CARTWRIGHT 


Mr. Cleary was one of the greatest 
humanitarians we have had in the in- 
surance business as a whole. He mani- 
fested human instincts of a high degree. 
He took a great interest in people and 
loved them. In going to Northwestern 
Mutual Life in 1919, he injected into it 
a cordial, warm, sympathetic sentiment 
that possessed him. He had been in- 
surance commissioner of Wisconsin and 
to many people was known as “Mickey.” 
That was indicative of his nature. Then 
to a great number of people he was 
“Mickey” all his life. 

When he was elected president of 
Northwestern Mutual, I wrote to him 
and called him Mr. Cleary and Presi- 
dent Cleary. He responded by saying 
that he appreciated the letter, but that 
I had spoiled it all by referring to him 
as “Mr.” He said, “So far as you and 
I are concerned and as long as we live, 
I to you will be ‘Mickey’ Cleary and 


you to me will be ‘Charlie’ Cartwright, 
Let’s not disturb that old time relation. 
ship which I prize.” That showed the 
real spirit of the man, and it was these 
little episodes during his career that 
revealed the depth of his nature and 
the amount of his sentiment. 

As chairman of the insurance mem- 
bership group of Union League Club 
of Chicago, I had arranged with Pregj. 
dent Cleary for him to be the April 
speaker at a luncheon. I told him 
that I wanted him to dwell entirely on 
the human side of insurance. He fel 
that he needed to emphasize more that 
factor of insurance. He ‘said that we 
dwelt too much on the financial side and 
did not bring out the greatness of insur. 
ance on the human side. He dwelt 
very often on what insurance was do. 
ing for people in this great industrial 
age. He would refer to the early days 
of rural life when people assisted each 
other in time of trouble. 

Now he said it is entirely different, 
Every person is on his own foundation, 
Insurance comes in to give him assist- 
ance in time of any great difficulty, 
Therefore, he can go ahead with _fortu- 
titude and determination in pursuing his 
career and know that devastation of any 
kind will not force him to earth. He 
had many incidents of a common nature 
that showed just how insurance entered 
into a man’s life and how it helped him 
to pursue his career. 


Remembered People’s Names 


President Cleary had a faculty for 
remembering people’s names and especi- 
ally their first names. It was no diffi- 
culty for him at an agency convention 
to call most of the people by their first 
names. To show what sentiment per- 
vaded his nature he had a real under- 
standing of the elevator men, the scrub 
women, and the workmen in his home 
office. He would remember their first 
names. He did not treat them asa 
superior, but as a friend. Therefore, 
he left in the minds of people, who 
might be said to walk in the more 
common ways of life, an affection for 
him. He desired this human sentiment 
to pervade the entire organization. In 
his relationships with his associates, he 
never assumed a dictatorial, command- 
ing attitude. He believed in drinking 
the milk of human kindness. 

Mr. Cleary believed in delegating re- 
sponsibility to men up and down the 
line allowing them to reach their deci- 
sions and operate their departments 
without any great instruction from the 
head office. In this way he developed 
strong men. He was deeply concerned 
with every branch of the company. 
While he did not enter into the details 
of departments, he knew in a_ broad 
way what was going on. He built a 
strong home office executive personnel 
and he gave everyone his full confidence. 

He brought into the organization and 

(CONTINUED ON PAGE 27) 








even better record. 





FULL SPEED AHEAD IN 1947 


Many Woodmen field men who enrolled more members 
and wrote more life insurance protection in 1946 than 
ever before, give much credit to the society’s “Frater- 
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nity in Action” program for their success. They are 
prepared to go full speed ahead in 1947 to achieve an 


WOODMEN OF THE WORLD 


Life Insurance Society 
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cured Edmund Fitzgerald, now vice- 
president who had been in the bank- 
and financial field. He proved to 
he the man that President Cleary de- 
jred and he relied on him in many 
ays. He called in Grant L. Hill from 
me of the New York agencies to come 
» the home office and he is now 
firector of agencies. 

He placed much confidence in re- 
garch work that was done by the in- 
ystment department, a section of which 
yad charge of railroad bonds and other 
public utilities and another municipal. 
He studied their findings. He relied on 
their judgment. He believed in farm 
ans on good property. 

Some people may have gotten the 
jlea that because Mr. Cleary was known 
0 his intimate friends as “Mickey” 
he was easy going. He could be very 
positive. When he reached the conclu- 
sion that he felt was right and reason- 
able, he would by it. He took a very 
mphatic stand against Northwestern 
Mutual writing total and permanent dis- 
ability insurance some years ago when 
almost all companies had granted that 
feature to their policies. There was 
tremendous pressure from the field to 
force Northwestern to add the clause 
to its policies because competition was 
intense. President Cleary, however, 
stood firmly against any such step and 
he won. 

The question might be asked, what 
was President Cleary’s chief aim in de- 
veloping a policy for Northwestern. Un- 
doubtedly, he had in mind all the time 
to make Northwestern Mutual a strong, 
friendly, cordial, service giving company 
to policyholders. He wanted the right 
sort of service rendered. He was not 
i. favor of any half way scheme. He 
urged agents to do their utmost to im- 
press them with the sincerity of North- 


western Mutual’s mission and _ inten- 
tions. 

Always Fair and Reasonable 

President Cleary had the happy 


faculty of opposing any project that 
he felt was unwise or insecure. But 
he did this in a way that left no bitter- 
ness in the mind of those who advocated 
the measure. He was never offensive. 
He always showed that he tried to be 
eminently fair and reasonable. He 
would much rather approve a sugges- 
tion if he could than deny it. If he 
had to deny it, he wanted the author of 
it to be satisfied that every side had 
been considered. 

When he was an attorney at his old 
home at Blanchardville and conducted a 
local agency, he was always interested 
in the fire insurance field men_ that 
visited him. He tried to learn as much 
as possible from them. To show his 
sentiment in this regard, I am reminded 
of his long friendship for Montgomery 
Clark, who was state agent of Hanover 
Fire. Later he was called to Chicago as 
assistant manager of the western de- 
partment, but in that connection he 
was really at the head because the presi- 
dent, C. W. Higley, while he held the 
title of western manager, spent most of 
his time in New York City. 

Mr. Cleary never visited Chicago, but 
that he got in contact with “Monty” 
Clark as he was known. He called him 
up, went to his office, and had him to 
lunch, Later Mr. Clark was_ elected 
Vice-president at the head office and 
later president. 

He died while he was head of the 
company. His body was brought to 
Chicago for interment. Many of his 








old time friends went to Rosehill Ceme- 
tery for the interment service. There 
stood “Mickey” Cleary at the grave 
side. He had come down from Mil- 
waukee to go as far as he could with 
‘Monty” Clark on his last journey. His 
motive was not duty nor did he think 
that he wanted anyone to feel that he 
believed it was the correct thing to do. 


He was there because of his great love 












and admiration for “Monty.” 

President Cleary ‘was always ap- 
Proachable. He did not believe: in the 
door being closed and keeping himself 


away from those that desired to see 


im. He endeavored to see everyone 





that called if it were possible. He 
listened attentively to callers. He did 
as many favors for people as he could. 
He did not want Northwestern Mutual 
to be hedged about with barriers, fences, 
or obstructions. He wanted people to 
believe in the company, to appreciate 
life insurance they had in it and he 
wished them to know that he was 
interested in what they were trying to 
do with its insurance. 





Rule Drowning Exceeds 
Limits of Travel Policy 


In Carpenter vs. Life & Casualty, 
Georgia court of appeals affirmed 
judgment of the trial court that the in- 
surance company was not liable for the 
drowning of an assured after an alleged 
automobile mishap, because the manner 
of death exceeded the limitation of li- 
ability of the accident policy carried. 
This policy, titled ‘Industrial Travel and 
Pedestrian Policy” limited liability to 
cases where bodily injury or death re- 
sults from an accident through collision 
of an automobile in which insured was 
driving or riding. There is further stipu- 
lation that there must be some external 
or visual injury to the automobile. 

The court of appeals held that. the 
allegation of the plaintiff, the insured’s 
wife, failed to show there was any ex- 
ternal or visible injury either to the auto- 
mobile or the body of the insured. The 
man’s car had left the road and gone 
part way down the bank ofa canal. 
While the automobile stood in this in- 
clined position, the insured got out of 
the car, slipped into the water and 
drowned. The court stated that the con- 
ditions of the policy had to be literally 
construed and could not be stricken out 
and ignored, and said that the burden 
of proof was upon the plaintiff to prove 
that the death was covered. 


Tenn. Bills Advanced 


NASHVILLE — Commissioner Mc- 
Cormack’s fair trade practices bill, along 
with about 10 other insurance measures, 
sponsored by the administration, have 
been passed on third reading by the sen- 
ate without opposition and will pass the 
house this week. The former measure, 
according to Mr. McCormack, is about 
90% in accord with the model measure 
and it is satisfactory to industry repre- 
sentatives. Another measure would re- 
quire foreign insurers to name the in- 
surance commissioner instead of the sec- 
retary of state as attorney for service of 
process. 

There is a bill to broaden the invest- 
ment base for companies and another to 
prohibit the use of a war clause in in- 
dustrial policies that would deny recov- 
ery for deaths not directly connected 
with military service in wartime; it 
would also require insurers to cover 
death in regularly scheduled air line 
flights. 








Torsney Heads Veterans 


NEW YORK—Philip J. Torsney, 
manager at Bloomfield, N. J., has been 
elected president of Metropolitan Life’s 
Veterans’ Assn., composed of 7,000 ac- 
tive and retired field men with at least 
20 years of service. 

Mr. Torsney has been with Metropol- 
itan 30 years. He was formerly man- 
ager at Baltimore, Elizabeth and Perth 
Amboy. 

Mr. Torsney was feted by his associ- 
ates at a dinner at Montclair on his 30th 
anniversary. 

Mr. Torsney’s service medal was pre- 
sented by J. Edward Lawrence, senior 
supervisor of the field management di- 
vision. He was presented with golf 
equipment by the staff. 

Robert A. Aubry, manager at Hack- 
ensack, was toastmaster. 


Security Mutual Promotions 


John C. Clark, Binghamton advertis- 
ing and radio executive, has been elected 
a director of Security Mutual Life, and 
H. Albert Manwaring has been named 
as counsel and Richard A. Keiser as au- 
ditor and assistant secretary. 





Mr. Clark is president of an advertis- 
ing agency that owns WNBF, Bing- 
hamton radio station, and he is president 
of Hialeah Race Course, Inc., Florida. 

Mr. Manwaring graduated at Univer- 
sity of Michigan law school in 1931 and 
has been with Security as attorney since 
1934. He succeeds Jay L. Gregory, who 
retired after 44 years of service. 

Mr. Keiser, a Duke alumnus, has been 
with the company since 1936, for the 
past seven years as assistant auditor. He 
succeeds Howard L. Harris who has re- 
tired. 





Explains Chart for Living 


The February meeting of the Key- 
stone group Life Advertisers Assn. was 
held at the Provident Mutual home 
office with Provident acting as host at 
luncheon. Jack Flanagan, Fidelity Mu- 
tual, the newly elected chairman, was 
chairman of the meeting and the speaker 
was Nelson White, Provident. 

Mr. White analyzed the chart for liv- 


ing selling method of his company, dis- 
secting the skeleton of ideas on which it 
is built and then putting it together with 
all the muscles to demonstrate how a 
carefully organized selling talk moves. 
It is a programming plan based on 
what social security does for a man 
and what it cannot do because of its 
inflexibility. The method is worked out 
so that the salesman may inject his 
own personality and individuality. 


Pass N. Y. A. & H. Bill ' 


The New York legislature has passed 
and sent to Gov. Dewey the depart- 
ment bill authorizing the superintendent 
to withdraw approval or disapprove 
A. & H. policies that provide benefits 
that are unreasonable in relation to pre- 
miums charged or that encourage mis- 
representations. The superintendent al- 
ready has this power with respect to 
policies that are inadequate, unjust, de- 
ceptive, or contrary to the public in- 
terest. 








We Have to Offer 4 


State Supervisor 





MICHIGAN 


State Supervisory’ Position 


For Qualified Man Ready For Advancement 
In One Of These Cities: 


Lansing 
Grand Rapids 
Kalamazoo 
f @ Modern induction procedure 
@ Systematized sales training program 
Some of the @ Adult and Juvenile Policies from birth 
Benefits with fracture and double indemnity 


benefits from age 5; Hospital and dis- 
ability riders; Substandard 


National, award winning sales aids 


Over $4,000,000 of business now on the. 
books in this area 


Highly lucrative compensation plan 
Recognition for work well done 


Replies held in strict confidence. Write to Sales Manager. 
FIDELITY LIFE ASSOCIATION 
Fulton, Illinois 


5lst Year Distinguished Life Insurance Service 


*This position comparable to General Agency with even broader opportunities. 








bills. 





THE PRAETORIANS 


Adult and Juvenile Policies on the Easy Monthly Pay- 
ment Plan, giving one the opportunity to budget his 
Life Insurance protection along with his other monthly 





LEGAL RESERVE FRATERNAL INSTITUTION 
Organized in 1898 
Forty-Seven Years meds and Fraternal Service 
Home Office—Praetorian Building—Dallas, Texas 
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Consulting Actuary 
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NELSON, SCHLEH & 
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Consulting Actuaries, Auditors and 
Accountants 
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Benefit payments totaled $766,992. 


SECURITY MUTUAL, NEW YORK 

New business of Security Mutual of 
Binghamton exceeded $33 million in 
1946 to bring insurance in force to over 
$170 million. 

The gain of insurance in force was 
over 83% of the amount pand for in 1946 
and the new business represented an in- 
crease of approximately 58% over that 
of 1945. Average ordinary policy was 
for $5,107. Regular A. & H. premium 
income was up over 40%. 

January production was 28% ahead of 
the best previous January. 

Assets increased by $4 million to near- 
ly $43 million and surplus reached $2,- 
237,218. Net return on investment was 
3.15% compared with 3.33% in 1945. 

The mortality’ rate was among the 
lowest ever experienced. Terminations 
were 3.5% of the amount in force at the 
beginning of the year. 


UNION NATIONAL LIFE 

Union National Life of Lincoln in its 
new statement shows assets $4,667,260 
and surplus to policyholders $325,021. 
Insurance in force is $57,801,000, an in- 
crease of better than $2214 million. 


UNION MUTUAL LIFE 

Union Mutual Life at Dec. 31 re- 
ports assets of $40,929,486 and insur- 
ance in force $154,515,493. 

New business was 65% greater than 
1945, which was the previous record 
high, and amounted to $28,766,071. Bene- 
fit payments were $3,213,868. 

Non-can A. & H. premiums more 
than tripled the figure for 1945 when 
the line was introduced. Group sales 
during the first year in that field were 
substantial. 


WEST COAST LIFE 

West Coast Life insurance in force in- 
creased $15,983,455 in 1946, to a total of 
$170,036,890. 

Assets increased $2,021,407 to $38,- 
120,021. Net surplus was increased by 
$250,000 to $1,250,000 and unassigned 
contingency reserve by $54,935 to $146,- 
389. Capital is $500,000. 

Net yield on mean invested assets in- 
creased from 3.04% to 3.24. 





Smith New Cleveland Head 


Warren H. Smith, general agent of 
Northwestern National Life, has been 
elected president of the Cleveland Life 
Underwriters & Trust Officers Club. 
H. L. Flynn, Cleveland Trust Co., is 
vice-president; D. M. Phipps, New Eng- 
land Mutual, secretary; A. C. Knight, 
Central National Bank, treasurer. New 
members of the executive committee are 
Bruce Whidden, Central National Bank, 
and Ralph B. Hunter, Equitable Society. 





No Successor to Moore 


For the time being, no successor will 
be named to Thomas T. Moore as chief 
examiner of the Virginia department. 
Mr. Moore resigned recently to go with 
the Shenandoah Life as comptroller. 
Commissioner Bowles thinks his pres- 
ent staff will be able to absorb the du- 
ties formerly performed by Mr. Moore 
by doubling up the work. 





Plumley to Visit Coast 


H. Ladd Plumley, vice-president and 
secretary of the group department . of 
State Mutual Life, will visit Los An- 
geles the week of March 3, and will con- 
duct a series of meetings for agents and 
brokers. 


























‘i'm A NERVOUS WRECK FROM WATCHING MY STOCKS BoB 


UP AND DOWN AND WONDERING HOW LONG MY REAL 
MY DOCTOR ADVISED ME 


ESTATE WILL STAY UP. 
TO INVEST I(N INSURANCE. 
oe 


AND BE AT EASE.” 








Poll Associations on 
50-50 Amendment 


(CONTINUED FROM PAGE 1) 

In a letter which accompanies the sur- 
vey form, Paul W. Cook, Chicago presi- 
dent, explains that by this time there 
has been an opportunity for crystaliza- 
tion of opinion among members of local 
and state associations and that the Na- 
tional Association would like to learn 
their views. He tells how the idea ori- 
ginated with a group of soliciting agents 
who have felt that their representation 
on the board was ‘inconsistent with the 
proportion of 85% soliciting agents and 
15% agency heads in the National Asso- 
ciation. He points out that at that time 
there were only three members out of 
17 of the N.A.L.U. board from the pro- 
ducing group and now there are only 
two soliciting agents. The by-laws of 
the Chicago Association have for many 
years contained a provision that one- 
half of the new directors elected each 
year shall be field agents and the other 
half agency heads. The presidency of 
the Chicago association alternates be- 
tween field agents and agency heads. As 
a result it has prospered in a spirit of 
harmony, Mr. Cook writes. 





Allyn Is Reappointed 

The state senate has approved the 
appointment of W. Ellery Allyn as Con- 
necticut commissioner for another four- 
year term. 


$250 to $500 single 


1000 Rooms — 1000 Baths 


hotels. 
with bath. 


_ make the P: 
ing hotel value. 





Single room with bath from $2.50 
Double room with bath from $4.00 


Prince George Hotel 


at 14 East 28th Street New York 16, N.\ 


Charles F. 


WHERE YOUR COMFORT COMES FIRST 


Here at the Prince George guests en 
and genuine comforts seldom found in other ao 
1,000 spacious, 
Five famous restaurants and a 
Quiet, yet ———, s minutes of the shopping tet 
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Home Office Seminars Are 
Found Productive 


BOSTON—Since New England Mu. 
tual’s home office training seminars were 
inaugurated two years ago, 13 courses 
for field men, including supervisors and 
general agents, have been completed 
with outstanding results. Average an- 
nual production of returned veterans 
who attended one of the five refresher 
courses is $252,180, and graduates of the 
four new agents’ courses have averaged 
$196,236. 

Membership in New England Mt- 
tual’s 1947 honorary production clubs 
includes 113 training-course graduates, 
and: last year these men were monthly 
agency leaders 116 times. During this 
two-year period 249 agents representing 
61 general agencies have participated in 
the nine-day courses. The next seminar 
for new agents will start May 19. 
Homer C. Chaney, director of agencies, 
is in charge of this activity. 


Bankers of Neb., Now in Cal 


Bankers Life of Neb. has been licensed 
in California, with M. V. Lonergan, 315 
Montgomery street, San Francisco, as 
general agent. 








National Reserve Life, Topeka, has 
sold its 10-story modern home office 
building there to Los Angeles interests, 
reportedly to complete a real estate liq- 
uidation program. 


enjoy the homey I 


‘ully furnished 
wcafeteria. 
rince George New Be - harness ou! 
Write for booklet NU 





Jr. ~ Manager 










































28, 1947 
—=— 
ie wes 
AM ATT ; 
ee ’ , 
Thought I’d never make it... 
Guess I went off the deep end last summer when Dad 
died . . . thinking I'd have to give up school and 
hunt a job. I remember the salesman calling one night 
several years ago with some sort of insurance plan — and 
how pleased Dad was — but I never realized he’d bought 
a special policy just to see me through school. It’s like 
Dad to take care of things — even when he isn’t here 
himself.” 
: . + ¢ 
The insurance business offers rewards that go beyond 
money . . . among them, the satisfaction of see- 
ing a young man get the right start in life, of knowing 
that your work and advice helped make his education 
Bos ossible. Remember, too — that a boy so impressed with 
Es P y pre 
ME the results of life insurance at work may someday 
become an excellent customer of his father’s trusted 
Are insurance advisor. 
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Affiliates: Etna Casualty and Surety Company 
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The house that on ly you can see 


N= to each other, probably the thing you 
want most of all is a home of your own... 


Perhaps it’s the dream you’ve kept in a trunk 
all these years—the old Clayton place that needs 
so much done to it, but — 


Or maybe it’s that Victorian mansion on Elm 
Street, where you once tossed newspapers in the 
pearl-gray of morning — 


Or perhaps it’s a blueprint — of a cottage, say, 
snuggled down into a hill. A Cape Cod house, 
neat and white. A modern flat-top, on a scallop 
of ocean. A friendly-faced Colonial. 


* Blueprint or empty lot it’s the house that only 
you can see—it’s home—to own, and to old, for 
as long as you live. If you want to make sure of 
it, its warmth and security and shelter, then life 


insurance must be as much a part of your plans as 
the blueprints you give to the builder. 


Because life insurance is one of the strongest 
home-holding forces in America today, the policy 
that cancels-out the mortgage if you should die is 
only part of the picture. A well planned life in- 
surance program means a continuing income for 
your wife and family—an income that keeps a 


home, a home .. . and not a memory. 


Through its new Planned Incomes service 
Northwestern Mutual agents protect home-owners 
by removing the threat of insecurity, making sure 
mortgages are paid, that incomes continue, that 
family plans go on whether days are fair or stormy. 


THE DIFFERENCE— 
There’s a significant difference between life insur- 


ance companies. Ask a Northwestern Mutual 
agent what that difference can mean to you. Ask 
a policy-owner why no other company excel 
Northwestern Mutual in that happiest of all busi« 
ness relationships — old customers coming back 
for more. 


we Northwestern 
oo Founded 1857 


LIFE INSURANCE COMPANY 


Milwaukee, Wisconsin 


An advertisement currently appearing in The Saturday Evening Post. 





